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DR. J. A. STEVENSON 
JOINS PENN MUTUAL 


Former Equitable of New York 
Official to Be Manager of Home 
Office Agency in Philadelphia 


IS NOTED AS EDUCATOR 


Appointment Is Made Part of Com- 
pany’s Vigorous National Program 
of Manpower Expansion 


This week the Penn Mutual Life 
writes another graphic chapter of life 
insurance history in the announcement 
by Vice-President Hugh D. Hart that 


Dr. John A. Stevenson, the noted sec- 


ond vice-president of the Equitable of 
New York, has accepted the manage- 
ment of the Vhiladelphia company’s 


| FRANK L. JONES TAKES 
NEW OFFICIAL SEAT 


RETURNS FROM TRIP ABROAD 


Well Known Life Insurance Man Now 
Heads Agency Department of 
Equitable Life 


NEW YORK, Aug. 23.—Frank L. 
Jones, newly elected agency vice-presi- 
dent of the Equitable Life of New York, 
who has been taking a vacation in 
Europe before entering on his new du- 
ties at the head office, returned here 
this week. Mr. Jones therefore relin- 
quishes control of the Indiana agency 
over which he has had supervision for 
many years. He has arrived in New 
York in ample time to cooperate with 
Superintendent of Agencies W. G. Fit- 
ting in arranging for the business con- 
ferences in September. Following the 
resignation of Dr. John A. Stevenson, 
second vice-president, to go with the 
Penn Mutual Life in charge of its home 
office general agency, the training of 
agents will be under the supervision of 
\gency Vice-President Jones with the 
cooperation of Superintendent of Agen- 
Fitting and Albert G. Borden of 
agency department. The canvass- 
ing material of the Equitable will here- 
after as heretofore be gotten out under 
the direction of Arthur H. Reddall, ad- 
vertising manager. Secretary William 





cies 


the 


Alexander has been elected a director, 
as has Irenee Dupont of Delaware. 

ance selling have had such wide and 
constructive effect on underwriting 


trends that he has become virtually the 








Penn Mutual’s 
Program will have 
through the acquisition of Dr 


Mr 
Dr 


manpower expansion 
increased momentum 
Steven- 


DR. JOHN A. STEVENSON 
$25,000,000 home office agency and will | 
take full charge of it Oct. 1. Dr. Stev- | 
enson resigned from the Equitable Aug. | 
15, on which date his connection with | 
the Penn Mutual became effective. The | 

| 
| 


Hart's announcement describes 
Stevenson's qualifications, and gives 
@ picture of the great task which has | 
been entrusted to him. Mr. Hart says: 
“In announcing Dr. Stevenson’s com- 


ing to the Penn Mutual to head our 
home office agency and to extend to | 
— entire held foree the benefits of | 
Ms life insurance sales engineering 


plichen Wwe feel that a new era of accom- 
Pushment 


nt is being initiated in our com- 











| ADAMS IS ON PROGRAM | 


OF LIFE UNDERWRITERS | 


TO CLOSE DETROIT MEETING 


Counsel of American Life Convention 
Speaks on “Life Insurance and 
National Welfare” 


Claris Adams, secretary-counsel of 
the American Life Convention and a 
talented orator, known from coast to 
coast, has been secured as the speaker 
who will conclude the annual conven 


tion of the National Association of Life 
Underwriters at Detroit, Sept. 12-14. 
According to an announcement made 
by Roger B. Hull, the managing di- 
rector of the association, Mr. Adams 
will speak on “Life Insurance and the 


National Welfare” at the concluding ses 
his, added to the talent already 
secured, rounds out a program that will 


sion. 


offer much to those who attend the 
convention. 

Mr. Adams is a native of Illinois, 
born at Mount Carmel. He was edu- 


cated at Butler College and Indiana law 
school. For several years he practiced 
law in Indianapolis, associated with the 
firm of Turner, Merrill, Adams & 
Locke in a wide practice, specializing 
in insurance. He was also prosecuting 
attorney for Indianapolis. Two years 
wo he was elected general counsel of 


the American Life Convention, succeed- 
ing Thomas W. Blackburn 

Mr. Adams has spoken before all of 
the insurance organizations and has 
achieved a national reputation for his 


power as a platform man. He is pecul- 
iarlv fitted to discuss life insurance in Its 
relation to national welfare 








COMMISSIONERS 0. K. 
MISSOURI STATE PLAN 


Unanimously Recommend Ac- 
cepting Proposal for In- 
ternational 


WHAT CONTRACT COVERS 


Formal Statement 


Issued by Officials 
of Five States—Massey Wilson 
Still Opposes 


ST. LOUIS, Aug. 23 Lhe nine in 
surance commissioners who have been 
investigating the affairs of the Inter 
ational Life voted unanimously to 
recommend the acceptance of the rein 
surance contract offered by the Mis 
sourt State Life Che commissioners 
declared that under this contract the 
interests of the policyholders are fully 
protected, whil the stockholders are« 
issured at least the market value of 
their holdings just prior to the discov 


ery that the company’s reserves are ap 
parently impaired $2,014,000, while th 
$937,500 capital has been entirely wiped 
out 


What Contract 


Missouri 
that the 


Provides 


Brietly, the 
tract provides 
take over all 
tional Life, 


State Life con 
company shall 
the assets of the Interna 
all its contractual 
good immediately the 


assum 


i; 6: - 
OMVALIONS, MAK 


$2,014,000 








founder of the new school of life insur- impairment in reserves and 
ance sales methods. His monumental pay to the stockholders eventually about 
work in the specialized field of life in- Equitable with genuine regret, I am | $4,000,000 It would also assume the 
surance training and education, both at] jeaving them also with the hope that | $%20,000,000 of outstanding life insur 
Carnegie Institute of Technology and | fyture service in a common cause will | 4%ce carried by the International Life 
later in charge of the sales training and | cement the friendships of the last eight | 2d guarantee the agents of the Inter 
promotion of the Equitable Life of New | years.” national Life full renewal commissions 
York, has exerted a permanent influ- Dr. Stevenson holds a unique place m their business in accordance with 
erce on home office thought on the sub- in the life insurance world. Many their agency contracts. 
ject of training, and on field standards, | years ago he sensed the need of effective In the future, 90 percent of the net 
methods and ideals. training in salesmanship and of effective | carnings on the International Life's 
“When I came with the Penn Mutual | scales engineering and promotion. To] business would be applied first to re 
I determined that we were going to] the demonstration of the necessity and | placement of the actual sum taken from 
build in our home city of Philadelphia | worthiness of these two branches of | surplus of Missouri State Life to meet 
| an agency that would measure up to the | production he has devoted all of his | !™mpairment of reserves of the Inter 
prestige of the company, and, at the | ability and industry. At the outset he | national Life and the expenses incident 
same time, an agency which in size | planned his course, which was to have | to the termination of the receivership 
would become one of the largest. if not | three stages: First. to teach and dem- f company Then, over a period of 
actually the largest, life insurance | onstrate in schools: second. to teach and | years, it would go into the Interna 
agency in America. I was happy tc | demonstrate bv working with the sales | tional Life fund carried by the Missouri 
find that President Law shared the samc | organization of a great company; third, | State Life until the $4,000,000 has been 
ambition The problem, then, was to] to teach and demonstrate still more in- | paid in, plus interest at about 4 per- 
find the man who could accomplish this | timately, by assuming charge of an] cent. In addition to the $937,500 capital 
feat. Our home office agency is at pres- | agency. Throughout his life insurance | stock actually outstanding, this special 
ent 2 $25,000,000 organization, and with | work, the management of a great agency | fund would have to pay off the sums 
Dr. Stevenson’s brilliant leadership as- | has been his ultimate aim. His work } actually borrowed by President Roy C 
sured, we feel confident that it will ex- | during his vice-presidency of the Equit- } Toombs and others on the over-issue 
pand in the next few years into propor- | able, done in cooperation with the | and duplicated stock 
tions that will set new frontiers of ac- wwency organizing and supervision of Staten 66 Geen Seed 
complishment in agency building and | Vice-President Frank H. Davis. has been 
agency management. so successful that no up-to-date life in- Under a United States Supreme 
“Clarence K. Schonck will continue as | surance official now doubts the value of | Court ruling in a similar case the hold 
superintendent of our home _ office | education in salesmanship and the use rs of this over-issue stock are actually 
agency, a position which he has occupied | of sales engineering and promotion. preferred creditors compared to the 
for many years.” | Dr. Stevenson's teaching and demon- } real stockholders to the extent of the 
Dr. Stevenson said of his appoint- | strating was done in the life insurance | funds actually paid for or loaned on 
ment: “I am quite naturally delighted | school of Carnegie Institute, founded by } this surplus stock 
that I am to have the privilege of being | the National Association of Life Under President Toombs is said to have 
associated with the Penn Mutual Life. | writers and the Life Agency Officers’ |] borrowed about $325,000 on an over 
While I am leaving mv friends at the | (CONTINUED ON PAGE 11) (CONTINUED ON PAGE 13) 





pany. Dr. Stevenson is accepted today 
“san institution in American life in- 
wi ane His books and addresses on 

MS practical aspects of life insur- 
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ILLINOIS LIFE PLANS 
FOR AGENCY MEETING 


MANY TOPICS ARE SCHEDULED 


Annual Convention Will Be Held in the 
Home Office Auditorium in 
Chicago 


The Illinois Life has announced its 
program for the annual meeting of its 
$100,000 Club to be held at the home 
office in Chicago, Thursday of next 
week. The program is as follows: 

Thursday, August 30 

Presiding, S. A. Scott, Retiring Presi- 
dent. 

Reading of Minutes of Last Regular 
Meeting, P. L. Sausser, Club Secretary. 

Address, R. W. Law, Incoming Presi- 


dent. ’ 

Presentation of the Conservation 
Prizes, B. J. Stookey, Secretary, Illinois 
Life. 


Address, Charles M. Cartwright, Man- 
aging Editor The National Underwriter. 

Address, Fred W. Potter, Former In- 
Superintendent of Illinois and 


surance t 
of National Convention 


Past President 
of Insurance Commissioners. 

Address, Darby A. Day, Manager, Union 
Central Life. 

Address, Claris Adams, Secretary and 
General Counsel, American Life Conven- 
tion. 

Friday, August 31 


The following topics are of such gen- 
eral and practical interest that each 
member of the agency organization 
should be prepared to contribute some- 
thing to every discussion. The men 
whose names are listed in this program 
will have prepared talks on the various 
subjects to be followed by a general dis- 
cussion. 

Some of the Chief Weaknesses of 
Life Underwriters’ in Their Canvass, 
W. J. Parkinson, Field Superintendent, 
Illinois Life. 

Advertising in Local Papers, Adver- 
tising Novelties, Billboard Advertising, 
Oftice Window Advertising, F. C. Stage, 
Manager, Chicago Northwest Agencies. 

What are Some of the Most Helpful 
Services an Agent Can Render the Pol- 
icyholder? C. N. Brown, Manager, East- 
ern Illinois Agency. 

How I Deliver a Policy, J. E. Wrough- 
ton, Associate Manager, Illinois. 

Endowments, Is There a Place in the 
Life Insurance Scheme for Them and if 
So, When and How Can They Best Be 
Sold? W. L. Coonrod, District Manager, 
Southwestern Department. 

Fireside Canvassing with the Farm- 
ers. Is It the Best Place to Canvass for 
Life Insurance? What are Some of the 
Features That Can Be Best Brought Out 
When the Agent, the Farmer, His Wife 
and Possibly Some of the Children are 
Sitting Around the Table? A. A. Amy, 
District Manager, Illinois. 

What Is the Best Method of Getting in 
Contact with Farmers in Localities 
Where the Agent Is Not Known? Is the 
Banker or Someone Connected With the 
Bank the Best Man to Introduce the 
Agent? If the Banker Is Not Available, 
What Sources Should Then Be Tapped? 
T. M. Cusick, Special Representative, 
Illinois. 

Policy Values, and How They Can 
Best Be Used in Canvassing for Insur- 
ance. How Far Should an Agent Ex- 
plain Them in Presenting the Ground 
Work of the Policy? M. E. Dark, Mana- 
ger, Southwestern Department. 

How Far Is It Desirable for a Life 
Insurance Agent to Attempt to Sell 
Other Lines of Insurance? Should He 
at Least Sell Accident and Health Insur- 
ance Along With His Life Policies Inas- 
much as They are a Form of Personal 
Insurance? G. H. Kopperl, Manager, 
West Central Tllinois Agency. 

Is the Monthly Income Policy Adapt- 
able to the Farmer or Small Tradesman 
Who Cannot Afford to Carry More Than 
$2,000 or $3,000 Insurance? In This Case 
Is It Desirable for an Agent to Recom- 
mend that a Monthly Income Program 
be Worked Out for Monthly Install- 
ments Payable in a Very Limited Perto@, 
Say Three or Five Years? E. Pugh, 
Manager, Southwestern Department. 

Use of the Telephone in Selling Insur- 
ance, Mrs. Adeline Pate, Special Agent, 
Wabash Valley Agency. 


What are Some of the Arguments 





THE NATIONAL 


LICENSED FOR CASUALTY 


LINES IN THREE STATES 
CINCINNATI COMPANY ACTIVE 


Reorganized American Liability & 
Surety Controlled by Men Connected 
With Western & Southern Life 


CINCINNATI, Aug. 22.—The Amer- 
ican Liability & Surety of Cincinnati, 
the new name for the reorganized 
American Liability, has been licensed 
for general casualty lines in Kentucky, 
Indiana and West Virginia. The com- 
pany is applying for license in Pennsyl- 
vania, Michigan, Missouri, Illinois and 
will enter other states later. 

Charles Drake, for many years an 
examiner in the Ohio insurance depart- 
ment, is now general manager and L. 
E. Pickerel, formerly of Youngstown, O., 
is manager of the bonding department. 
Other men in the organization, who 
were with the American Liability, are 
H. B. Clancy, agency manager and head 
of the accident and health department; 
G. W. Weaver, manager of the claim 


department, and E. R. Rolfes, chief 
underwriter. 
As was announced some time ago, 


this company has been taken over by 
men connected with the Western & 
Southern Life and the officers and direc- 
tors of the American Liability & Surety 
are identical with those of the Western 
& Southern Life. The officers are W. 
J. Williams, president; C. F. Wiliams, 
vice-president; Clyde P. Johnson, sec- 
ond vice-president; R. A. Ryan, treas- 
urer and John F. Ruehlmann, secretary. 

The company is located at 701 Tem- 
ple Bar building, where it has been for 
the past three years. 


NAME AGENCY SECRETARY 
FOR MUTUAL OF NEW YORK 





NEW YORK, Aug. 23.—Robert L. 
Young has been elected agency secre- 
tary of the Mutual Life of New York, 
a newly creaied office in the home office 
organization of that company. In an- 
nouncing this appointment, Agency 
Vice-President George K. Sargent stated 
that this new office is created to im- 
prove and broaden service for the field 
workers in general and to give particu- 
lar attention to the Quarter Million 
Field Club. Mr. Young has already 
taken up his new duties. He is thor- 
oughly experienced in agency work and 
has been with the Mutual Life since 
1908, His 20 years with the compans 
has been in various capacities, part of 
the time in field work. 


Imperial Life Office Extension 


The head office building of the Im- 
perial Life of Toronto is to be enlarged, 
according to unofticial information. Ii 
is located on Victoria street, next to 
Yonge street, the main business street 
of the city. An old theater on Yonge 
street is now being torn down, and the 
Imperial Life addition is to take part 
of the space. and may extend through 
to the Yonge street frontage. 


That IT Use in Getting Young Men to 
Take Out Policies? F. L. Medley, Dis- 
trict Manager, Wabash Valley Agency. 

How I Demonstrate the Use of Life 
Insurance in Taking Care of Mortgages 
on Property, T. J. Henderson, Agency 
Manager, Michigan State Agency. 

Insurance Programs and How They 
are Made Up. What Is the Best Way to 
Use This Method? L. N. Thurston, Man- 
ager, Wacker Drive Agency. 

How Churches, Libraries or Other Insti- 
tutions Can Make Use of Insurance. 
What are Some of the Features That I 
Present in Selling Business Insurance to 
Smaller Concerns? I. A. McBride, Spe- 
cial Agent, Southwestern Department. 

Some Present Day Problems in Life 
Underwriting and Some Announcements 
of Interest to the Agency Organization, 
R. W. Stevens, President, Illinois Life. 





UNDERWRITER 


NORTHWESTERN NATIONAL 
LIFE AGENTS TO MEET 


THREE-PART SESSION PLANNED 


Leaders in Production Will Attend 
Conferences at Home Office, on 
Great Lakes and in Detroit 


MINNEAPOLIS, Aug. 23.—A _ con- 
vention party of over 200 agents and 
their wives will assemble at the home 
office of the Northwestern National 
Life in this city Friday preparatory to 
embarking on the company’s home of- 
fice-Great Lakes-Detroit convention and 
outing, Aug. 24-28. The convention 
party, the largest in the history of the 
company, will visit Duluth and other 
points of interest along the Great Lakes 
route to Detroit, the convention city. 

Agents who are making the trip are 
winners in a point contest conducted 
during the year ended June 30, in which 
points were awarded not only for new 
business production but for low lapse 
ratios, reinstatement of lapsed policies, 
conversion of term insurance, self-com- 
petition, and cash settlement with ap- 
plications. Wives of leaders in the con- 
test are also attending the Convention. 
About 50 agents are accompanied by 
their wives. 

Meetings Scheduled 


Meetings will be held at the home 
office, aboard a Great Lakes steamer, 
and at the Book-Cadillac hotel in De- 
troit. A feature of the program aboard 


the boat will be a sales congress at 


which several agents will talk, while 
Darby A, Day, general agent for the 
Union Central Life at Chicago, will 


headline the speakers’ roster at the final 
banquet meeting in Detroit. 

Special honors are being 
members of the “Big Ten” for 1928, 
leaders in the convention contest. “Big 
Ten” members are C. D. Ford, W. F. 
Engel, H. W. Yerxa, W. L. Kelly, J. A. 
Norris, L. M. Rutten, D. R. Card, O. 
na Veth, Paul Goldade, and E. C. Hen- 
cel, 


accorded 


Recreation Planned 


During the two days it will spend in 
Detroit, the party will attend a baseball 
game between Detroit and Cleveland 
and will make an inspection tour of the 
Stout airport and the River Rouge plant 
of the Ford Motor Company. 

A special train furnished by the Mich- 
igan Central road will leave Detroit 
after the closing Tuesday for 
Chicago, where members of the group 
will board trains for their homes. 


session 


WEBB IS ELECTED TREASURER 


Succeeds Col. Austin, Who Becomes 
Western Vice-President of Bank- 
ers’ National Life 


JERSEY CITY. N. J.. Aug. 
James M. Webb, assistant secretary of 
the Bankers’ National Life of Jersey 
City, has also been elected treasurer to 
fill the vacancy left by the resignation 
from that office of Col. Harry G. Aus- 
tin, who becomes western vice-presi- 
dent of the company at Chicago. Mr. 
Webb has been with the Bankers’ Na- 
tional since its organization and has 
made an excellent record with the com- 
pany. George Ramee, assistant super- 
intendent of agencies, will direct agency 
activities in the home office in the fu- 
ture. Col. Austin is now in Chicago, 
in the western department headquarters 
at 100 West Monroe street. He is vice- 
president in charge of the middle west- 
ern states, succeeding William McCal- 
lum, who went to Denver as superin- 
tendent of agencies for the Bankers’ Na- 
tional of Denver, running mate of the 
Jersey City company. 


oo 





August 24, 1928 


NATIONAL LIFE U. S. A. 
MEN IN CONVENTION 


HISTORIC SPOTS WERE SEEN 


Sixtieth Anniversary of the Company 
Was Fitly Celebrated By a Pro- 
gram of Varied Interest 


BY W. J. SMYTH 
WASHINGTON, D. C., Aug. 23.— 


Combining the traditions of 60 vears of 
real service with the colorful brilliance 
of today, the $100,000 Club convention 
of the National Life U. S. A., came to a 
climax with the banquet where more 
than 250 representatives, their wives and 
guests gathered from all sections to 
commemorate its 60th anniversary. 

_ The high lights of the meeting thus 
tar were addresses by Reed Smooi, 
United States Senator from Utah, and 
T. M. Paldwin, insurance commissionet 
of the District of of Columbia at a cere 
mony participated in by all of the visit 
ing delegates at the tomb of the un- 
known soldier in Arlington cemetery 
Chairman Albert M. Johnson placed a 
beautiful wreath on the crypt, speaking 
a tew words of revential tribute to the 
memory of those who made the supremi 
sacrifice in the great war, members of 
the club standing with bowed heads i: 
a semi-circle about the tomb. 


Three Business Sessions 


The convention extended from Sunda‘ 
to Wednesday, and was 
three business sessions designed to be 
of educational as well as inspirationa 
value. The entertainment afforded full 
opportunity to see the high points oi 
historical interest in tl 


composed o* 


he nation’s capi- 
tol— a trip to Mount Vernon, the Lin- 
coln Memorial, Alexandria, Washingion 
monument and other points. 


President Lay’s Address 


In his opening address President Rob- 
ert D. Lay received a great ovation. Hi: 
traced the growth and development of 
the company through the 60 years sinc 
it was established by special act oi 
Congress in Washington in 1868. Hi 
pomted with pride to a congratulatory 
letter addressed to him by Director of 
rade znd Commerce H. U. Bailey of 
Illinois, confirming in enthusiastic terms 
the sound financial condition of the in- 
stitution and its eflicient management as 
revealed by the convention examination 
just closed, which was participated in 
by Illinois, Kentucky, Kansas, Missour 
ind Texas. 

Webb Was in Charge 


The meeting was in general charge of 
Vice-President Walter E. Webb. Phe 
convention was marked to a high de- 
gree by a spirit of good fellowship and 
friendly feeling, with many happy re- 
unions among representatives of the Old 
Guard, who, along with Chairman John- 
-on and President Lay, have spent mort 
than a quarter of a century in the w 
building of the National Life U. S. A 


Form Insurance Securities Corporation 

The Insurance Securities Corporatio 
of Los Angeles has received a_ permit 
from Corporation Commissioner Fried 
lander authorizing the sale of 100,000 
shares of its stock. It is announced 
that the purpose of the organization 0 
the corporation is to acquire control 
insurance companies through the pur 
chase of their securities. R. N. Steve 
son is president and F. W. Beck secre- 
tarv. Mr. Stevenson is vice-president 
of. the Mountain States Life of Holly- 
wood. 


To Report on Toronto Pension Fund 
Pipe & Allen, y 
Toronto, have been appointed by 
city of Toronto to investigate its pe! 
fund and put it on a sound ac 


basis. 
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August 24, 


RESPONSE TO BEHA’S 
PLAN IS DIVERSIFIED 


1925 


New York Superintendent Would 
Create Special Department to 


Issue Security Valuation Book 


SOME FOR IT; SOME NOT 


Chief Objection of Companies and State 
Commissioners Seems to Be That 
Expense Would Be Involved 
NEV 


versity in 


Wide di 
disclosed in 
York 


insurance de} 


YORK, Aug. 22 


sentiment 1s tiie 


responses had thus far by the New 


department from the 


ments of other states and from the 


companies under their immediate juris 


dictions to the recent suggestion of 


perintendent Beha that a special bureau 


be created by the National Convention 


of Insurance 


Commissioners charges 
with the preparation each year of the 
security valuation cards and book, and 
that the cost of the service be defrayed, 


in part, by the companies. Some of the 
state commissioners advised that their 
respective laws would not permit of such 
expenditure on the part of the depart- 
ments, and hence could not log- 
ically propose it for their companies 
Other departments cordially approve the 
idea and hope it will become i 
The reaction from the companies 
shows equal diversity. Many of the offi- 
ces endorse the plan and pledge financial 
support thereto. Others simply declare 
their willingness to stand a 
assessment for the purpose 
ire not backward in offering 
oney they now pay to the 
he insurance departments should provs 
more than ample to cover the 
bureau, and they see no 


they 


effective 


reasonable 
Still others 
that the 


support ot 


cost ot 


the proposed 


good reason why they should be taxed 
still further. 
Conven Review Scheduled 





The whole 
review at the 
Convention ol 


matter will come up for 
meeting of the 
Insurance Commissioners 
at Rapid City, S. D., Sept. 24-26 

For a number of years it 
the practice of the departments to have 
security values determined by Marvyn 
Scudder, a financial expert of this city. 
By virtue of the great increase in the 
number and character of company in- 
vestments, the preparation of valuations 
has proved a task of such magnitude 
that the issuance of the securities an 
nual was delayed to a point that 
embarrassing to many companies, not a 
lew sending clerks to the department 
copy the figures in advance 
ft the receipt of the bound volume. The 
cost of the publication has been in the 
neighborhood of $15,000 a year, wholly 
ipart from the valuable service rendered 
by a staff of employes of the New York 
department in compiling cards and pre 


has been 


1 


proved 


offices to 


paring figures therefrom for the printer. 
While the New York department bore 
e largest individual department share 
the total expense, the majority of the 
ther departments throughout the 
contributed amounts varying accord 

to the iny their 


crests, 


coun- 


ortance oO Insurance 


New Issuance Plan Proposed 


Under the plan proposed by Superin 
endent Beha it would be 
expedite greatly the issuance of 

valuation figures, the idea being to send 
initial sheets about the first of each 
year, and to follow with others every 
lew days, final issues being mailed not 
than January 11. That such serv- 
Ce would be of considerable benefit to 
the companies in the preparation of their 
nnual rey i 


t possible to 


the 





orts there is no question, the 


National j 





LIFE INS| 


FORMAL OPENING OF 


ITS NEW BUILDING | 


CENTRAL STATES LIFE RALLY 


Annual Agency Convention Will Be 
Featured By Dedication of the 
Home Office Structure 


ST LOUIS, Aug. 23 The annual 


convention of the Central States Lite 
Club will be held here August 29-32 
and will be the occasion for the formal 
opening of the beautiful new home office 
building of the company at 3663 Lindell 


boulevard \rtisans are putting the fin- 


hing touches to the four-story building 


in order to have it ready for actual 
opening. 

Mrs. Frances Burkhardt of St. Louis 
has been elected presiden of the club, 


er production im 1927 being 


approxi- 


mately $750,000. Robert T. Williamson 
of Ada, Okla., was named vice-presi- 
dent and Mrs. A. D. Price of St .Louis 
secretary Mrs. Price again wins the 


tit of 


with a re- 
percent on the 
1926 business exposed 


Chief” 
newal percentage of 4 
F200,000 of 


“Persistency 


Mansur Oakes of the Insurance Re- 
search and Review Service, will be 


among the speakers at the convention 
and actual 


feature the « 


Sales demonstrations selling 


experiences will onvention 


abstract 


g general talks will b 

held to the minimum 
The annual meeting to the Central 
States Millionaires’ Club as usual will 


»¢ a distinct feature of the club gather- 
about 25 men and wom- 


this club at 


ing here are 


present and member- 


ship in it is the highest honor bestowed 
on a Central States’ agent. 

Che agent is qualified for membership 
in the Millionaires’ Club when his a 


tual paid-for business with the company 
alter signing an contract 
$1,000,000. luxe club has its 
convention and is 
table at the annual 


agent reaches 
Chis de 
own section at the 
! given a 


aiso special 
banque . 


primary objection to the plan being the 


suggested additional payment therefor 


by the recipient offices (As the insur- 
ance interests throughout the United 
States contribute to the different state 





urance departments millions of dol 


rs beyond that required for supervisory 
work, officials or a 


sO company 


RANCI 


! 


| dent, 


; ol field 


EDITION 


FRANKLIN LIFE AGENTS 
MEET AT HOME OFFICE 


HOLD HOME COMING RALLY | 


Attendance of 300 Expected From All 
States in Which Company 
Operates 


SPRINGFIELD, ILL., Aug. 23.—! 
The sixth triennial home-coming of | 
agents of the Franklin Life will be held 
at the home office here Aug. 27-29 with 
300 officials and agents participating jn | 
the sessions. Henry Abels, vice-presi- | 
who will talk on renewal records, | 
will present cash prizes to agents whose 





renewals equal 86 percent or more, 
Guy McLaughlin, general agent at 
Houston, Tex., will discuss the work ol 
the American College of Life Under- 
writers of which he was one of the 
founders. Clarence E. Randall, super- 
intendent of agents, will discuss field 


men’s problems. After luncheon the en- 
tire party will travel in motor 
to the Old Salem state park where Paul 
M. Angle of the Lincoln Centennial As- 


busses 


sociation will give a history of Abra- 
ham Lincoln at Old Salem. 
Fred W. Potter, former Illinois in- 


surance superintendent, will be princi- 
pal speaker the second morning and the 
entire session will be given over to him. 
In the afternoon Mr, Abels will ex- 
plain recent partial reorganization of the 
| methods and Carl B. Mc- 


noms othce 
Creary, director of claims, will discuss 
legal and medical angles of the reor- 


ganization. D. J. Bloxham, supervisor 

service of the Travelers, will 
speak at the afternoon mecting and in 
the evening there will be a dinner dance 
Secretary Will Taylor will open the 
morning session, talking on con- 
production, and F. R. Jordan, 
will discuss field work 


final 
sistent 


actuary, men’s 





from an actuarial view. Ralph Parlette 
will give the closing address of the 
meeting Mrs. Will Taylor is head of 


arranging for the enter- 


the visitors. 


the committee 


tainment ot 


them rather, hold firmly t 

that they are entitled to 
helpful service the de- | 
partments can render, and this without 
calling for any further financial aid. If 
the plan of Superintendent Beha as now 

outlined fails of adoption, it will be 

largely for that reason 


number of 
the conviction 
every possible 


LIFE COMPANIES MAKE 
GOOD JULY INCREASES 


Volume Ordinary Business $700,- 
939,000, According to Life Insur- 
ance Research Bureau Figures 


MOST STATES SHARE GAIN 


Largest Improvement Seen in Nevada, 
Which Totaled 48 Percent More 
Business Than Last July 


9 —The volume 
sold 


$700,939,000 


Aug 


insurance 


HARTFORD, 
of ordinary life during 


New 


year to date is 4 per 


July amounted to 


business for the 


cent better than during the correspond 


ing period last year The extent of the 


monthly increase is indicated by the 


fact that 55 percent of all the reporting 


experienced increased sales 


Most 


companies 


over last July. sections share the 


country’s gain for July 

Every section in the country shares 
the gain for the year to date. It seems 
probable that the second half of 1928 


will continue the excellent record of the 


first half-year 
hese figures issued by the Life In- 
surance Sales Research Bureau include 


the reports ‘of 81 companies having in 
90 percent of the total life insur 
ance outstanding in United States legal 
reserve companies and reporting the 
production of new paid-for ordinary in 
surance, exclusive of revivals, increases 
dividend additions, reinsurance trom 
other companies and group insurance 


lorce 


Loss in New England 


The New England states show a slight 
loss in July sales as compared to 1927 
records, Vermont reports the only 
monthly gain of 1 percent \ gain of 
5 percent is recorded during the first 
seven months of this year, Maine lead- 
ing with a 15 percent increase For 
the 12 months just ended, the New 


England section increased 1 percent over 
sales in the preceding 12 months. 
Sales in the middle Atlantic 
increased 3 percent over last July’s vol- 
ume New Jersey continues to lead with 


(CONTINUED ON PAGE 10) 
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q Progress always requires pioneering. Someone 
must take the first steps, must lead in the ex- 
ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


q In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. 
ognized this obligation. 


q Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


gq After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 


q On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 


NEW YORK LIFE INSURANCE COMPANY 
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INCENTIVES and AIDS TO SUCCESS 


Pioneering 


The New York Life has always rec- 


wise would be 


’ ‘ad bi | f 
declined. pe 
New Home office 
now being erected op the site 


ef the famous old Madison 
Rquare Garden 
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DARWIN P. KINGSLEY, President 
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ANNUAL CONVENTION 
OF THE LIBERTY LIFE 


—---—— 


PROGRAM FEATURES GIVEN 


Many Addresses Have Been Scheduled 
for the Meeting in Chicago 
Next Week 


_ The Liberty Life of Chicago will hold 
its annual agency convention in Chicago 
Aug. 29-31. The program is: 


Wednesday, Aug. 29, 10 A. M. 


Registration. 

Meeting Called to Order, Luther F. 
Simpkins, Director of Agencies. 

“Liberty Ode”, Audience. 

Invocation, Rev. H. M. Carroll, Pastor 
of South Park M. E, Church. 

Welcome to the City, B. B. 
Executive Secretary South 
Club. 

Music, Liberty Life Trio, Misses Flem- 
ing, Brown and Penn. 

Welcome on Behalf of the Officers, E. 
H. Carry, Vice-President. 

Welcome on Behalf of Board of Direc- 
tors, Earl B. Dickerson, Vice-President 
and General Counsel. 

Welcome on Behalf of the Home Office, 
W. Ellis Stewart, Vice-President and 
Secretary. 

Response. A. L. Garvin, Supervisor of 
West Kentucky Agency. 

Music, Liberty Life Trio, Misses Flem- 
ing, Brown and Penn. 

Address, M. O. Bousfield, President. 

Solo, Miss Helen G. Penn. 

Address, Rev. R. L. Bradby, Vice-Presi- 
dent. 

Memorial Service, 
Vice-President. 


Wednesday, Aug. 29, 2:30 P. M. 
“Liberty Ode,” Audience. 


Church, 
Side Boys 


Rev. R. L. Bradby, 


Address, Dr. E. A. Carter, Member 
Board of Directors. 

Service to Policyholders, A. J. Holmes, 
Chicago Agency. 

Discussion: Conducted by Absolom 


Lake, Detroit Agency. 
The Life Insurance Business, Henry A. 


Gates, Assistant Manager Darby A. Day 
Agency Union Central Life. 
Thursday, Aug. 30, 10 A. M. 
“Liberty Ode,” Audience. 
Invocation, Rev. Harold M. Kingsley, 
Pastor of Michigan Avenue Congrega- 


tional Church. 
The Life Insurance Yardstick, Elmore 


Williams, Supervisor of Kansas City 
Agency. 
Discussion: Conducted by E. A. Haw- 


ley, Chicago Agency. 

Music, Liberty Life Trio, Misses Flem- 
ing, Brown and Penn. 

How to Succeed as a Life Underwriter, 
W. C. Ross, Supervisor of Michigan State 
Agency. 

Boosting, Dell Matthews, 
Board of Directors. 


Member of 


Thursday, Aug. 30, 2 P. M. 


“Liberty Ode,” Audience. 

Conserving Business, Charles L. Lewis, 
Manager of Conservation Department. 

Discussion: Conducted by Conrad 
Snellings, Detroit Agency. 

Industrial Life Insurance in Chicago, 
Wm. A. Reed, Superintendent Industrial 
Department. 

What Life Insurance Does for the Man 
and His Family, H. L. Thompson, Super- 
visor of Chicago Agency. 


Discussion: Conducted by William O. 
McMahon, Supervisor of St. Louis 
Agency. 


Friday, Aug. 31, 10 A. M. 


Song, “Liberty Ode,” Audience. 

Invocation, Rev. O. M. Locust, Assist- 
ant Pastor of Bethesda Baptist Church. 

Music, Liberty Life Trio, Misses Flem- 
ing, Brown and Penn. 

Chief Specific Functions of Business 
Life Insurance, E. A. Birch, Kansas City 
Agency. 

Discussion: Conducted by J. Nelson 
Fortune, Supervisor of Baltimore Agency. 

Our Opportunity, Luther F. Simpkins, 
Director of Agencies. 

Presentation of the $100,000 Producers. 

Presentation of the Homecaming Prize 
Winners. 

Presentation of 
Winning Team. 

Presentation of Captain of the 


the Captain of the 


Losing 


’ | Team. 
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EXCELLENT REPORT ON 
CENTRAL STATES LIFE 








COMPANY IS IN GOOD SHAPE 





Examination Was Recently Made by 
the Missouri and Wyoming State 
Insurance Departments 


The Missouri and Wyoming depart- 
ments have given their report of exam- 
ination of the Central States Life of St. 
Louis. While there is more or less 
turmoil in St. Louis at present on life 
insurance, the examiners of this com- 
pany in their conclusions say that it is 
“experiencing a steady and consistent 
growth, each year showing an increase 
in insurance in force as well as a sub- 
stantial gain in surplus. Its mortality 
rate is low and net interest earnings 
good. Increased dividends have been 
paid each year to stockholders. The 
company is operated under experienced 
and capable management, and its af- 
fairs in general are in satisfactory con- 
dition.” 


Financial Statement Given 


The examination was made as of Dec, 
31 last. Its insurance in force at that 
time was $91,411,501, and there was 
$8,919,647 reserve. The mortality was 
39.45 percent and the net interest earned 
was 4.989 percent. Two years previous 
the company had in force $69,134,520. It 
paid 18 percent on its capital to stock- 
holders last year. Its income last year 
was $3,875,987, disbursements $2,804,504, 
assets $10,607,602 and surplus $213,253. 
Its mortgage loans amount to $5,897,818, 
This consists of 765 first liens on real 
estate. There was accrued interest 
$109,851 and overdue interest $72,812 on 
Dec. 31. The examiners say that the 
company apparently has endeavored to 
keep its loans well distributed in the 
mortgage field. It seems to have fared 
reasonably well in connection with its 
farm loans. It has disposed of an ac- 
cumulation of farm properties which 
were maintained at a loss and has sub- 
stituted revenue producing property. 


Farm Properties Traded 


The Bellco Realty Company on Feb. 
25 this year entered into a contract 
whereby it agreed to purchase $181,000 
additional book value of farms. These 
farms and an additional $179,000 of 
farms previously traded to the Bellco 
company were traded to the Frances 
Ralph Realty Company for the Daniel 
Boone apartment property. The Cen- 
tral States Life agreed to loan $180,000 
for three years at 6 percent to the Bellco 
Realty Company, secured by a deed ot 
trust on the farm properties. 

In 1926 a reinsurance contract was 
entered into between the Central States 
Life and the Western National Life ol 
Cheyenne, Wyo., wherein all the West- 
ern National business was _ reinsured. 
Assumption certificates were issued to 
policyholders of the Western National. 
The Western National turned over all 
its assets to the Central States and the 
latter assumed its liabilities. The Cen- 
tral States secured $14,823,867 business 
by this deal. 


Song, “Liberty Ode,” Audience 


Friday, Aug. 31, 2 PP. M. 


Song, “Liberty Ode,” Audience. 

Reading District Quotas, Edward 
Gillespie, Agency Service Department. 

Agency Plans for 1928-1929, Luther F 
Simpkins, Director of Agencies. 

Round Table. ; 

Our Pledge, J. B. Snowden, Supervisor 
of East Kentucky Agency. 


J 


Friday, Aug. 31, 7:30 P. M. 


Annual Banquet. Informal. Appomato* 


Cl.ub. 
Music, Liberty Life Trio, Misses Flem- 
ing, Brown and Penn. 
Awarding of Bousfield Trophy. 
Awarding of Special Prizes. 
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BEGINNER LEADS COMPANY 


To become company leader in num- 
ber of lives insured in the first year 
with the company and in the business 
is no small achievement, yet that is 
the accomplishment of Alexander B. 
Siegel of the McNamara agency of the 
Guardian Life in New York. Mr. Siegel 


joined this agency last October, with | 
J - . | sured last month for $500,000. Mr. Let- 


no previous life insurance experience. 
In his first month he paid for seven 
policies for a total of $21,000. In his 
third month he paid for 23 policies for 


AS SEEN FROM NEW YORK 


By C. C. NASH, JR. 
——————(Nash ef the Natienal)——— : = 


1 





the “insurance king of the movies,” as 
Jackie Coogan called him. He is the 
member of the firm who writes so many 
of the producers and film stars of Hol- 
lywood. For several years a million 
dollar producer many times over, he is 
passing all records this year, several 
new stars being added to his galaxy, 
including Fanny Brice, whom he in- 


| erman is also a million dollar producer, 


a total of over $73,000. In July he paid | 


for 43 policies for a total of $48,000. 
His 10 month total was 251 policies sub- 
mitted, 200 paid for, $518,000 submitted 
and $420,000 paid for. For four months 
he has submitted at least one applica- 
tion every business day and his average 
for the 10 months is 20 per month. 
The policies average small, but that is 
more remarkable, for few who write 
small policies, write such an aggregate, 
either in number or amount. The result 


but his clients are not in the film world. 
s+. 
PROSPEROUS YEAR 


AGENCY IN 


With the mid-year summary of busi- 


| ness of the John C. McNamara agency 


of the Guardian Life in New York, an 


| excellent year’s business is shown. July 


of this 10 months’ production automat- | 


ically places Mr. Siegel as second vice- 
president of the Leaders Club, which is 
holding its annual meeting in Montreal 


this week. Mr. Siegel is only 33 years | 


old, a graduate of the College of the 
City of New York, and his previous 
experience was in general sales work, 
in no way connected with life insur- 
ance. He has set as his goal for the 
coming year $750,000. 
x * * 
STEBBINS IS “MOVIE KING” 


In the recent announcement of 
activities of the New York brokerage 
office of Stebbins, Leterman & Gates, 
Mr. Leterman’s name was used in error 
in place of that of Arthur W. Stebbins, 
president of the firm. Mr. Stebbins is 


production was the greatest in its his- 
tory, the total of $3,201,346 putting it 


into third place among all New York 
agencies. As further indication of the 
tone of business, July showed a net 


gain in business besides this new busi- 
ness production, for it was the first time 
that reinstatements exceeded termina- 
tions. The conservation work of the 
agency has proven itself worth while. 
Still further analysis showed that the 
agency mortality rate for the year thus 
far is only 21 percent, which is about 


| half the average figure and an indication 


the | 


COMPANY 


that the agency force is aiding in the 
underwriting by selecting the best of 
risks. July also saw a notable increase 
in the production of full time men, the 
agency having been building this de- 
partment solidly in the past. The full 
time men alone paid for $1,250,000 in 
July. This is a 50 percent increase over 
July of the previous year. During the 
half year just passed, the agency also 
opened an uptown branch office, which 
has been making itself heard. All in all, 


LIFE INSURANCE EDITION 





the first seven months indicate that the 


annual production of this agency will 
be about $18,000,000. 
The McNamara agency announces 


that it is issuing two new house organs, 
one for policyholders and one for pros- 
pects. The agency has been publishing 
“Stethoscope” for the agents and 








kers for some time and it has been one 
of the attractive sheets of its type. Now 
it is issuing “Reflections,” to be sent to 
policyholders of the agency from time 
to time and “Stethoscope, Jr.,” to go 


monthly to prospective insurers and 
pave the way for the entry of the 
agents. This is part of the extensive 


publicity campaign being carried on by 
the organization. 
* * x 


HULL BACK ON JOB 


Roger Hull, managing director of the 
National Association of Life Under- 
writers, has returned to his office from 
a vacation of several weeks in New 
Hampshire. Mr. Hull is now putting 
the finishing touches on the program 
for the Detroit cdnvention and ex- 
pects to have it in its completed form 
very soon. 

x* * * 
DUNSMORE AGENCY GAINS 


The William J. Dunsmore agency of 
the Equitable Life of New York in 
New York City has made a remarkable 
record thus far this year. In July, its 
paid business of $799,733 was $262,933 
or 49 percent greater than the $536,800 
paid for last July. For the first seven 
months of the year, the agency paid 
for $6,085,464, an increase of $1,379,232 
or 29 percent over the first seven 
months of 1927. The premiums for the 
first seven months increased 36 percent, 


from $158,939 in 1927 to $215,855 in 
1928, 
» 2 & 
ARE BUYING STOCKS 
Evidence of the shift in investment 


policy is seen in the mid-year statement 
of the Equitable Life of New York, 


THE 
AMERICAN CENTRAL LIFE 
INSURANCE COMPANY 
IS SOUND AND SUCCESSFUL 


EACH POLICY IN FORCE. 


THE 


| During 


}and of 


bro- | 





- 
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the first seven months of this 
year, the company invested $93,000,000 
this over 8 per cent went into 
guaranteed and preferred stocks, a clas- 
sification barred to life companies in 
New York prior to this year. Over 
5 per cent of the total went into indus- 
trial stocks. It is an indication that 
the life companies have turned to this 
new avenue for investment in serious- 
ness. The law permitting the change 
only went into effect just before mid- 


year, so that the bulk of holdings of 
this type have been acquired in the past 
two or three months. 


* * * 
USE BUDGET APPROACH 


Use of a budget approach has been 
gratifying to many in the Ives & My- 
rick agency of the Mutual Life of New 
York in New York City, the tie-up of 
a budget program and a life insurance 
estate program being a means of dis- 
covering the needs and emphasizing 
them to the prospect. Some time ago 
Charles E. Ives, associate manager of 
the agency, drew up a series of typical 
and average budgets for various ranges 
of incomes, to show the place life insur- 
ance should hold in the total and also 
to clarify a proper scale of living for 
people of various incomes. This was 
found of wide interest, for the average 
relationship of the different budget items 
is always a point of interest. It was 
more, however, for it permitted the 
prospect to see where his development 
program, including life insurance, was 
lacking. It listed the items so that he 
could project it into the future and see 
just which would have to carry on, even 
though he should pass out of the pic- 
ture. In this way, it aided in program- 
ming the insurance estate. 

As a tie-up, Mr. Ives also drew up 
an estate analysis blank which summed 
up the total needs and total existing 
assets and insurance, leaving a balance 
of new insurance needed. In this blank 
the usual estate shrinkage was first esti- 
mated, including debts, taxes and de- 





BECAUSE IT OPERATES UNDER THE INDIANA COM- 
PULSORY DEPOSIT LAW WHICH PROVIDES THAT 
EVERY INDIANA LEGAL RESERVE LIFE INSURANCE 
“SHALL DEPOSIT WITH THE AUDITOR 
OF STATE, FOR THE SECURITY AND BENEFIT OF 
ITS POLICYHOLDERS,’’ AN AMOUNT WHICH SHALL 
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preciations. Next, family, disability and | of the prospect to meet, but it was REVEAL BIG PROFIT IN plated. In a reply to Robert E. Daly, Né 
old age provisions were listed, with in- | then properly scaled down. It has been acting superintendent of insurance for 
come allotments to all the children, the | found valuable and has been widely INTERNATIONAL SALE Missouri, under date of May 2, Judge 
wife and all necessary to _ protect. | used by members of the Ives & Myrick Whitfield infarmed the Missouri in- 
Finally, miscellaneous provisions such | agency. surance officials that the officers of the MA 
as clean-up funds, business capital for The chart of average living expenses, Pri Pai International Life “never had any in- 
sons, bequests and additional income | as estimated by Mr. Ives, is shown be- | * TIC aid for Stock Compared | tention of making any deal of the char- 
provisions were shown. The sum of | low. It is an average table and may with That Recei f acter indicated. 
A : . vi rom ug 
these three lists gave the cash value of | not fit all cases, though it stands as a eived fro Q 
: pra : : ie ; poy Arrangement Outlined 
the estate to be acquired. This was de-| fair basis for this purpose. The rent el 
ducted from the estate as represented | item is somewhat small,but when the Briefly the arrangement for making 
by .business and property income. The | item of general household expense is the International Life purchase itself 
excess gave a balance of estate needs | added to this, it givese a total that for B. O. McReynolds and Roy C. 
and present insurance deducted from | equals the average expenditure for HISTORY OF DEAL TOLD Toonibs, to which the Missouri de- T 
that gave the total of new insurance | either the renter or home owner. The partment objected has been outlined by Nat: 
needs. In some cases the estate thus | table for income classifications of $1,500 — : those in interest as follows: The Mc- here 
figured was beyond the financial ability | to $10,000 is as follows |! Only Criminal Charges Filed So Far | Reynolds-Toombs syndicate had certain pres 
(Family of two adults and two children) ‘ ‘ , Are Against President o— hallngenagges Re ge Ban be meogge + Hage ance 
ouisia / 7 w ‘, 
P P - Can 
ee PR 1,500.00 2,000 2,500 3,000 3,500.00 4,000 4,500.00 5,000 7,500 10,000 of Company borrow $3,650,000 from) an_ eastern Sidn 
pee iin ides ink ie ei tin dealin ee eee eel bank, provided that immediately after Som 
en eeeese ‘ ° 0 7) > ‘ b ° wey) aciate aie * ° vas 

(2) Food ...... 438.00 540 600 690 752.50 760 765.00 800 1,050 1,200 —_ 7am = they obtained control of the financial Leig 

(3) Clothes “ 195.00 280 325 390 455.00 520 540.00 625 825 75 ST, LOUIS, Aug. 23—The revela- | affairs of the International Life the parts 

(4) General ouse- : . . . . f . ¢ . ame , 

‘hold Items 202,50 250 9325 450 577.50 640 720.00 775 975 41,125 | tions in connection with the handling mage’ of .* company wane hag _ gran 

5) Me pare 5.0 20 25 ( 5 5 5 10 “igi ; : S ; ake » » East- Lye 

aa En 5 _ 30 35.00 4085.00 50S __190 | of the International Life and its allied ae pwdng the mortgage from the Last mini 
For Development: 22°75 1-490 1,750 2.070 2,420.00 2,660 2,880.00 3,150 4.275 5.159 | concerns, the International Company | For its own protection the eastern “Tl 

: . . on > : . > ° ie : 1 
(1) General 142.50 210 «360 ««420«437.50 540 «650,00 725 1,128 1,800 | Of St. Louis, the Toombs & Daily | financial house insisted upon a surety atten 
(2) Financial’ .; 195.00 300 400 510 © 642.50 «= 800 =: 969.50 1,125 2,100 3,350 Company of Chicago and the State | company bond and arrangements were drast 
33750 G10 750 930 1,080.00 1.340 1,620.00 1,860 3,228 4850 | Bank and Trust Company, of Down- | ™@de whereby the National Surety ating 
A (4) Fuel, heating, lighting, household supplies, laundry, carfare, ice, furniture, tele- _— 7 . pe was to execute a bond of $1,500,000 ties 
phone, postage, newspapers, repairs, interest payments, servant’s wages, fire insurance, taxes | €TS Grove, Ill, all now in receivership, guaranteeing substantial pertormance ues. 
: : ] were 
(except those on oy a yp which will vary to any great extent, as it can be con- have called attention to the details ot | of the contract by the insurance com- pene 
trolled ly indirectly It is difficult to find any statistics to base the average on, so a ‘ — ¢ . Bee . - z , = « ans » fz ’ 
trelied enly indirectiy. It to Gitoult So And any sates ast be ehateed te Bet: the purchase of the life company by mate d a the loans on the farm withe 
3 (1) Anything pertaining to the mental, moral and physical development, extra school | Roy C, Toombs in June 1927, and the ands after the McReynolds-Toombs arous 
tuition, books, magazines, music, art lessons, etc, lectures, church contributions, charity, con- : ‘ lid . syndicate came into’ control. The —— 
certs, social clubs, amusements, vacation, athletics, gymnasium, travel (automobile expenses), | unusually large profits made by the Sacer ee ll : : have 
medicine, doctor's and dentist's bills (in amount over A-5), etc. : EP ge ae - surety company tor its own protec- a 
former owners of the company in that | ,;; . . adjust 
B (2). Savings for life insurance and investments (savings bank, real estate, stocks and . ’ tion in turn demanded that it be per- rs 
bonds, business capital, etc.), also personal accident and health insurance. deal. calaneall tn talks tinea sueene Gie aanete rewrit 
Table Shows Profits Made ef the life insurance company $8,000,- gage 
The table given below shows the | 000 in securities from which $1,500,000 oe 
SOME, SUGGESTIONS ARE MADE ON comparative profits made by the in-| would be picked as collateral for the 
METHODS OF SECURING GOOD PROSPECTS dividuals who sold control of the In- | protection of the surety bond protect- The 
ternational Life through the Interna- | ‘"¢ the contract with the eastern bank amon, 
tional Company of St. Louis, a hold- | The National Surety Company decided Seved 
i : ing concern, to Roy C. Toombs in| to ask the Missouri insurance depart- tinue | 
RTHUR A, BUTLER, manager of to pick your pond. Measure your dis- | June, 1927. These profits would have ment for its views on the entire trans- ennien 
the city branch office of the Con- | tances and cast for the center. Once | been raised in ratio an additional $548,- | action and was quickly informed the ting t 
tinental Assurance in Chicago, in this is accomplished we may Safely 789 plus about $75,000 interest earn- | deal as contemplated was not legal. of lif 
a recent five-minute sales talk before | begin to ‘capitalize’ upon the ‘ripples’ | ings, had not the original deal for the as y 
the Chicago Life Underwriters Associa- | of our splash. sale of the company to'B. O. McRey- Toombs Carried Through Deal ct 
. “ ommatieuat® aa “ Sa pas . z ‘a s serves, 
fal i a eroepoume , gave some fruit Getting Names from Policyholders — and Toombs been’ blocked in Toombs raised the $2,000,000 needed ing ine 
ful ideas. e said: pak : : . April, 1927. for the down-payme i 2, 1927 ; 

“Cast a stone into the center of a ‘The ‘endless chain’ method is one Cost Price or pe gers. — — One 
pond and the ripple will extend to the of development of policyholders for] Holder in 1924 Toombs Paid | +0 .hs’ & Daily company and hi was tl 
turthermost shore. From center to cir- | additional clients. Man is naturally | David W. Hill...... $178,519 $761,680 seg iy lla eggs Bocce adequa 
utthermost shore. om ce Py, W. K. Whitfield.... 77,250 309,000 option to purchase the International ~ 
cumference is the true method of all | proud of, his judgment. He must have | John ’M. Atkinson... : 308.163 Life as collateral for a loan from banks tically 
expansion To develop accuracy in | believed in you and your company when | A. H. Carter....... s 293,661 io Sete Wade andl Wabtieeess ‘tater te reserve 

sion. | x j os ; ; k a eee ae te Ot . Zvere é > ate e 
‘prospecting’ and the ability to deter- | becoming your client and a policy- pg Fe ae ae 280,408 l d th h f E. J 

r A ; Los SEE ae eee 68,250 273,000 substituted the 2,000 shares of com- tl 
mine the centers on which you want to | holder. And he is usually anxious to | jonn Cc. Martin... :: 42,032 168,129 mon stock of the International Com- re Le 
build your clientele is the first evidence | let you go to his relatives, friends and | Geo. F. Rendleman. 35,890 143,558 ‘any for the option to purchase. By — & 
f your success. To capitalize the val associates. Many successful producers | August Schlafly ... 34,125 136,500 — - 2 — . at the 
of your success. o capitalize the value ves “ee Joseph Ashcraft 31,095 132,672 Oct. 1, 1927, he had obtained control 
of the ‘ripples’ of such contacts—|request upon taking the application | S:muel Ule *! 98°875 123,200 f . j sta%q 4 

: pple: ‘ acts ioe wal . am I Samuel Ulen ...... 28,875 23,2 of the International Life’s $43,000,000 
reaching to the furthermost sales pos- | three references—even though the com- | W. K. Whitfield, Jr. 11,250 45,000 i. menciea Gee eniiiaas teak ‘aaa On REVI 
sibilities is the real mark of achievement. | P€NyY may not require them. When | C. S. Whitfield .... 11,250 45,000 "$1101.21 : ~' . 
; chi ’ | making delivery of the contract they ask oe hitfleld -. «10, 0,935 43.740 | the $1,101,211 due on the purchase price 
: Oe . ; . “ale 7 uth Whitfield ... 9,375 37,500 3 : ; . al I 
Time Is Valuable permission to submit a similar propo- : an >. Petrone Be ry ——— = 

OT at . . = sition. Others always keep a record of ee $750,000 $3,101,211 . c e ti¢ _Life, B. O. Me (CONT 

lime—in a metropolitan center such sa tent Uheteae tales Sulieutiner the Reynolds told interviewers: 
as ours—is valuable indeed. To con- Re weap ; Paid for Whitfield Holdings “Immediately upon gaining control Instead 

. . : policy. There are brothers, sisters and . | & 8 } 

serve it we must prospect intelligently. abe : a : ah : of the company Toombs set about, as te had 
Who i ‘ t’? Tl even parents who may be potential [he shares mentioned above are the - af, De A pe 
ig @ prospect : =e COMES GS: | preapecte : common stock of the International | SU>seauent events have shown, to pa) Posit in 

swer is ‘Every man is a_ prospect.’ | PTOSPEC!S. : sr ap a ff his indebtednes he New York pany 
x J 4 ( aan St. I . The 0 1s indebtedness to the New or pany o 
Barring a good many examples, that is Contact With Policyholders on aan eee 7 . ft es banks for $2,000,000, and thus get back tors jr 
true. But—there is the man _ without tenes . , ee TO ESWeen ee ree I 5. aie oe nae ; stoppe 
health the ms it] oie ‘Intimacy with your policyholder is | paid to Massey Wilson and J. L, Bab-| h#S common stock in the holding com opped 
a ' = _— ae oes . ne | probably the most important and | ler for the holding company in 1924 | Pany- He also had to meet the $1,101,- Geor 
ther is tl ae wit! ia . noel profitable contact you have. Companies | is reduced somewhat because the Hill- | 09 obligation to the stockholders 0! i. wah 
pvr gf penn ction aa pee are built on this theory. Last year | Whitfield syndicate between 1924 and Toombs & Daily Company in Chicago Ta, <0 

y se é ; a . 2 oon 
qualify him as a rnc aot one of our largest and most progressive | June, 1927, purchased the holding of Would “Sweeten” Securities ae 
: —_— companies accounted for better than 50/ J. R. Paisley, former president of the “His first Seas btai : ee 
Converting Names Into Prospects percent of its new business increase | Inte:national. Life. The price paid to luti =< ie age ng» ne ge we - “. vos Bo 

“p ‘ f aad to increased insurance from old policy- | Mr. Paisley for his holdings was con- | ‘ aie ty me Sore Gh airector nee 
, ons & - — not th. ave some | holders. One of Chicago’s largest pro- | siderably below that received from Mr. eee mim to remove certain han Tell: 
ion ‘ded ty te . ony i reputation | ducers wrote nearly 70 percent of his | Toombs, but somewhat in excess of nas pm _ ogee lint oy thi The s 
ouncec —. character, — SO an OCCU- | 1996 paid-for business on the lives of | the price paid Messrs. Wilson and turn them mt cash. Using p 7 ternatior 
nee that is not spe hazardous. policyholders. In our agency we feel| Babler. Allowing for Paisley, the resolution as his sole a, SS on the 
on “ee Pm os se cured in ag” that when a man has 10 policyholders aggregate profit of the syndicate is still a were cash, with Ww Pi ™ olen 

av soristra . . = - . > — 2 , 2 w y ‘ 

S ways. utomobile registrations, If | his success is then measured by the | estimated to exceed $2,000,000, he said he would purchase gilt-edge a report 
nothing else, will give you nearly 4 | amount of ‘gray matter’ he may use in securities to ‘sweeten up, as he ex- we rT 
million Cook county names. Convert- | his business conduct. i First Deal Called Off plained it, $4,486,000 of securities that : oe 
ing names into ‘prospects’ is our prob- “Intelligent analysis—systematic = aed é _| did not scem to meet the approval ot _—— 
lem. To do this we must take a name | research— careful elimination—well The original plans for the sale of | insurance commissioners of other ng. La 
and create a personality, either by con- | planned suapecdia, seume than to eoeer the International Life by W. K. Whit-| states in which the company did_busi- tm hae 
tact, reference or otherwise. , ~~ a field, David W. Hill, John M. Atkin- | ness. and wt > sai ‘ould sell. and he s 

the whole field of prospecting. : , ; uch he said he wou the an 
Making the Cold Canvass —_—_——. son and others, called for the payment | placing the proceeds back in the In- as ioral 
. : of $3,650,000. That deal was called off | ternational Life. These securities con- aa 

“Taking a list of names and making Confederation Life Agency Sutented after the purchase price had actually | sisted of $1,790,000 mortgages on farm apne Sal 
a ‘cold turkey’ interview has its advan- A. C., F. B. and J. W. McEown, dis- | been deposited in a St. Louis bank. | lands, $400,000 Title Guaranty build- ot Toon 
tages. It requires and develops nerve, | trict managers and special representa-| The Missouri insurance department | ing bonds, $400,000 City Club bonds. surance 
resourcefulness and self- -confidence. tives of the Saskatoon branch of the objected to the method of using the | and $2,050,000 loans on stock of other —— 
Some of it is good for all of us—it will | Confederation Life, have had their terri- | company’s funds to buy itself. insurance companies. This looked like -s peal 

: freshen us and involves a spirit of ad- | tory extended to include the entire The department in a letter to Judge | a good proposal to everyone, but it took Soot perm: 
venture. As a general rule, however, | northern part of Saskatchewan. The} W. K. Whitfield, then president of the|on a different color when George i troubt ; 

S *,: . ~ . . . . ° - { 
this is a costly method of writing busi- Saskatoon agency ranks first of all the International Life, in April, 1927, in- | Toombs arrived later from Chicago pre- ina | 
ness. It involves too much wear and | Canadian agencies, having 151 per cent | formed him that the department would | pared to take the securities to that city He ate 
y td + 2 ° . . ° » Sa 
tear on your nerves and time. Better ’ of its allotment paid up to June 30. not countenance that deal as contem- (CONTINUED ON NEXT PAGE) ” 
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NATIONAL FRATERNAL 
CONGRESS IN SESSION 


MANY SUBJECTS ARE DEBATED 





Question of Writing Non-Medical Cov- 
ers Engages Best Thought of Lead- 
ers in Lodge Organizations 
TORONTO, 23.—The 


ONT., Aug. 


National Fraternal Congress was held 
here Aug. 21-23 with 350 delegates 


present representing 90 fraternal insur- 
ance societies of the United States and 
Canada. It was opened by President 
Sidney H. Pipe of Toronto. Mayor 
Samuel Macbride and Superintendent R. 


Leighton Foster of the insurance de- 
partment of Ontario were on the pro- 
gram to welcome the delegates. Do- 


minion Superintendent G. D. Finlayson 
was a speaker on the second day. 
This year’s convention drew a larger 
attendance than usual because of the 
drastic changes proposed in the oper- 
ating plans of fraternal insurance socie- 
Among the subjects discussed 
non-medical acceptances of risks, 
group insurance, juvenile insurance 
without restrictions, and one that has 
aroused fraternal forces more than they 
have been stirred since the days of re- 
adjustment—the whole fraternal code 
rewritten to permit the societies to en- 
gage in the insurance business on the 
same basis as life insurance companies. 


Sentiment Divided 


ties. 


were 


There was sharply divided sentiment 
among the delegates. One group be- 
lieved that the societies should con- 
tinue to issue only purely death benefit 
contracts. Another group favored let- 
ting the organizations write any kind 
of life or disability insurance so long 
as it is protected by the required re- 
serves. The latter group has been gain- 
ing its objects year by year. 

One feature of this year’s convention 
was that there was no discussion of 
adequate rates and legal reserves. Prac- 
tically all of the societies are on the 
reserve basis. 


E. J. Dunn of Chicago, president of 
the Loyal American Life Association, 
was elected president of the congress 


at the concluding session on Thursday. 


REVEAL BIG PROFIT IN 
INTERNATIONAL SALE 


(CONT’D FROM PRECEDING PAGE) 


Instead of cash in 
he had $7,986,000 of 
posit in the State 
pany of Downers 
tors immediately 
Stopped the transfer. 

“George Toombs 
go without the 





payment for them 
certificates of de- 
Bank & Trust Com- 
Grove. The direc- 
got together and 


returned to Chica- 
securities, and the other 
directors endeavored to have Roy C. 
loombs return the $3,500,000 in 
curities previously taken from the com- 
pany or the ones he had promised to 
purchase. He did neither.” 


Tells of Commissioners’ 


$e- 


Report 


Che story of his purchase of the In- 
cerns tional was told by Mr. Toombs 
on the stand in a federal bankruptcy 


learing in Chicago Monday. He said 
a report submitted by insurance com- 
Mussioners of several states had given 


a glowing account of its financial stand- 
ing. Later he learned a minority re- 
Port had been submitted but not filed 
and he said this minority report showed 
the condition of the company to be 
deplorable and practically insolvent.” 
_He said that he then used the money 


ot Toombs & Daily to establish the 
surance company until such time as 
* could be put on a sound basis. Ef- 


forts 


or 


to force him to sell the company 

et its being merged with an- 
r comy pany brought him into 

said, and the two compan- 

receivership, 

said the $3,500,000 of securities 


trouble, he 
es ta 


He 
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_ LIFE E INSUR: ANC CE 


| SEMI-ANNUAL STATEMENTS—LIFE COMPANIES | 




















(As Reported to the Governor of Georgia) | 
l ———————————————————— ——— ——— ——— = 
June 30, 1928 Jan. 1 to June 30, 1928 

Assets Surplus Income Disb’ments 

Damete FEMOMEE ccacscrcccscces $ 25,112,528 $ $ 4,454,744 $ 2 445 5,605 

Atlantic Life ..ccccsccccccccces 19,908,630 2,997,476 p 

Connecticut Mutual........... 164,979,840 18°605. 848 

Equitable Life .....-esecsesses 1,019,410,002 

PeGeral LALe ..ccccccccccesece 11,231,448 

Pranklin Life ..ccccccccsccess 25,167,421 

Mutual Life ..ccccccsccsccsces $93,147,609 = ..ccoces ‘ 

Northwestern Mutual......... 808,603,114 60/684. 004 

Pacific Mutual Life............ 139,870,111 11,279,195 

PUOt LAZe .cccccsvccccccvccces 11,305,432 4 

Prudential ..cccccccccccsessese 1,903,168,933 

Reserve Loan Life............ 10,322,415 

PRURUGHTS coccoscsevecesevecces 520,694,842 39,597,173 

Union Central Life............ 275,962.4: 8 16,934,736 32,255,791 


Accident 


*Includes and Liability Department. 





reported missing from the vaults at St. | the financial status of the life company 


Louis are with a Chicago broker who | prior to the sale to Roy C. Toombs in 
has offices in the First National Bank | June, 1927, and also concerning the rela- 
building. He would not give the bro- | tions of the International Life with the 
ker’s name. | Toombs & Daily Company. 


SCHOCH GOES TO BOSTON 


Four Warrants for Toombs 


To date but four criminal warrants 
have been used in connection with the 
international Life’s affairs and all call | Assistant General Agent of the Aetna 
for the arrest of Roy Toombs. Dr. Life in Chicago Has Received 
E. F. Morganstiern, $15,000 a year Merited Promotion 
vice-president and director of person- 
nel, and George E. Toombs, treasurer 
of the life company, have both been H. K. Schoch, whose appointment as 
cut off of the payrolls with Roy C. | manager of the Boston agency has been 
Toombs, but aside from that no step | announced by K,. A. Luther, vice-presi- 
has been directed against them. dent of the Aetna Life, has made an 
\W. F. Grantges, first vice-president | enviable record in Chicago life insur- 
and general manager, and Judge | ance circles during the past three years. 
Charles G. Revelle, chief counsel for | He was born in Pennsylvania and was 
the company, had definitely broken | graduated from the college of Susque- 
with President Toombs prior to the | hanna University. Following three 
time the examiners discovered the ser- | years of post graduate work in philos- 
ious condition of the company. Grant- | ophy, economics, and science he was 
ges and Revelle killed the deal involv- | instructor for several years in various 
ing $7,983,000 on which Toombs was | colleges and secondary schools. In 1917 
working by refusing to accept certifi- | Mr. Schoch entered the business field as 
cates of deposit from the State Bank | a chemical sales engineer and during the 
& Trust Company of Downers Grove, | war was engaged in research work for 
an institution with $125,000 capital and | the government under the chemical war- 
surplus, in lieu of cash. The insurance | fare service. Several years of business 
commissioners have long since publicly | experience in both the United States and 
exonerated Messrs. Grantges and Re-/} Canada followed, during which time Mr. 
velle of any blame for the wrecking | Schoch rose to the position of vice- presi- 
of the life company and thanked them | dent and assistant general manager of 
for the cooperation given in the ex- | his concern. 
amination. l'oombs was the company Enters Life Field 
and apparently no one but Grantges 
and Revelle had the courage to ques- Some years ago Mr. Schoch decided 
tion his authority. to enter the insurance field and for the 
first two years was connected with a 


Darst Stood by Chief 


large brokerage house, holding contracts 


W. G. Darst, secretary ol the insur- | with a number of life companies. From 
ance company and prior to his eleva-| the very start Mr. Schoch’s personal 
tion to that position a bond salesman production was far above the average 
for the Toombs & Daily Company, | and this, together with his marked or- 
was the last official of the company to | ganizing ability, soon attracted attention 
have his confidence in Toombs shaken. | and he was placed in charge of the 
Up to the very last moment he stood training and supervising of agents. 
for his chief. Secretary Darst was ot In 1925 he ann red the service of the 
material assistance to the commmission- | Agtna Life. Whatley, the general 
ers and prosecuting officials in the last agent for * pom. Life in Chicago, 
few days of their investigation of the | commissioned him to build a fulltime 
company s affairs. He gave some Very | agency. At that time approximately 20 
valuable information | concerning | nercent of the business of the Aetna 
Toombs’ personal banking accounts | |... being derived from full-time agents. 
and also brought to light a book of | 4s present over 50 percent of the total 
stock certificates that was causing the | business of the agency is coming from 
commissioners considerable concern. Hsrge ‘ . 

that source. 
Requisition Papers Honored As assistant general agent he has 


aided Mr. Whatley in more than trebling 


Governor Small of Illinois has hon- | 


ored requisition papers for the return to| the number of men under contract and 
St. Louis of President Toombs to| the Aetna Life agency today is recog- 
answer to charges of grand larceny and | nized as being one of the strongest in 
using unlawfully and fraudulently stock the city. 


certificates in excess of the legal capital Special training schools for agents 


of the company. Mr. Toombs, under have been established along the lines of 
the protection of a federal writ, had the course of the life insurance school 
been appearing voluntarilly as a witness | of the University of Pittsburgh of which 


Mr. Schoch is a graduate, and new men 
have been given unusually thorough 
training and supervision. 

Mr. Schoch is a recognized specialist 


before the referee in bankruptcy in Chi- 
cago investigating the affairs of the 
Toombs & Daily Company. It was an- 
nounced that he would not be returned | | ; t 
to Missouri until he had concluded his m the preparation and presentation ot 
testimony before the referee. life insurance programs, and is an au- 

In St. Louis federal court the receiv- thority on matters of trusts and taxation. 
He is treasurer of the Chicago Associa- 
tion of Life Underwriters, associate edi- 
tor of “Life Values,” and lecturer on 
case analysis and programs in the Rock- 
well School of Life Insurance. 


ers for the Toombs & Daily Company 
instituted ancillary receivership proceed- 
ings chiefly for the purpose of compell- 
ine former owners of the International 
to testify 


Life under oath concerning ’ 





| 








|FATE OF INTERNATIONAL 
IN HANDS OF RECEIVERS 


WILSON AND HYDE APPOINTED 


Will Pass on Plans for Reinsurance or 
Reorganization of Company 


LOUIS, Aug. 23.—Federal Judge 
Reeves appointed Massey 
Wilson and Superintendent of Insurance 
Ben C. Hyde for the Inter- 
national Life Robert E. Daly, actuary, 
for Mr. Hyde. The 
authorized to consider all plans for 
ranization, and rein- 
the company and _ report 
court without delay. Charles 
the company 
insurance 
the com- 
Keeves to approve 
the reinsurance contract 
offered by the Missouri State Life. Just 
prior to the hearing the Kansas City 
Life withdrew its reinsurance offer, 
which guaranteed stockholders $70 a 
share period of five years, this 
privileged to submit a new 
ofter to the co-receivers. 
rhe court's action does 
Missouri State 


onsider it the 


today 
co-Teceivers 
will act co-receivers 
are 
reorTg 
surance ol 
to the 
G. Revelle, ¢ 


rehabilitation 


back 
ounsel for and 


spokesman for the nine com- 
missioners who 
pany, urged 


without delay 


investigate d 
ludge 





over a 
company 1s 
reject the 
the co-re- 
tor sav- 
pted 


will 


not 
and if 


best plan 


otter 
ceeivers ¢ 
mpanvy it Wi be acce 
all other ottered 
same consideration as the 
the insurance 
Grantges, first 


ing the 
However, 
the 


plans 
recelyve 
contract recommended by 
commissioners W. F 

-president and general 
continue to supervise the 
fairs with the approval of the co- 
rece 


manager, will 


company s at- 


Vice 


Ivers 


H. U. BAILEY GIVES PRAISE 





Makes Some Observations on Insurance 
Commissioners’ Convention Exami- 
nation of National Life, U. S. A. 


H. U. Bailey, director of trade and 
commerce of Illinois, comments on the 
report of the examination of the Na- 
tional Life, U. S. A., it being a conven- 
tion examination participated in by IIli- 
nois, Kentucky, Kansas, Missouri and 
Texas. Mr. Bailey in a letter to Presi- 
dent Robert D,. Lay of the company 
says: 

‘The report discloses that a painstak- 


ing and exhaustive examination and 
analysis has been made of the condition 
of your company and the operation 
thereof. After a careful review of this 


report by me I desire to commend you 
and your associated officers on the ex- 
ceptionally strong financial condition of 
your company and the efficient manage- 
ment. The fact that your company does 
not take any book credit nor does it 
show in its financial statement the large 
amount of market value of your assets, 
amounting to over $3,600,000, over and 
above the amount of the book value of 
these assets, for which amount the com- 
pany might take credit if it saw fit, re- 
flects the exceptional financial soundness 
of your company. 

“The report shows that reserves have 
been set up to cover all contingencies, 
that your company is fair and liberal in 


the settlement of its claims and the 
treatment of its policyholders, and the 
class of business produced by the agents 


of your company shows the high char- 
acter of your field representatives. Your 
agency contracts are not only fair but 
liberal and the fair dealing and sympa- 
thetic interest in your agency force ex- 
plains the happy and prosperous condi- 
tion of the same. 

“The officers of your company are 
men of integrity, experience and high 
ideals, with a true vision of their respon- 
sibility to the policyholders and the field 
organization, according equitable treat- 
ment to all those who may have deal- 
ings with the institution.” 





10 





THE NATIONAL UNDERWRITER 





August 24, 1928 








MUTUAL TRUST LIFE’S 
LEADERS ARE TO MEET 


——_——_ 


THE PROGRAM IS COMPLETE 





Company’s “Old Faithful Club” to Have 
Its Annual Sessions at Lake Be- 
midji, Minn., Aug. 28-31 





Complete arrangements have been 
made for the convention of the “Old 
Faithful Club” of Mutual Trust Life 
at Bemidji, Minn., Aug. 28-31. 

Membership in the club is acquired 
by agents having at least $3,500 in paid 
premiums to their credit during the cal 
endar year. The club was organized 
in 1426, 


Will Ride Special Train 


The Mutual Trust party will leave 
Chicago by special train Aug. 27, ar- 
riving at Bemidji the following morning 
where it will be met by busses and 
taken to headquarters at the Birchmont 
Beach hotel on Lake Bemidji which has 
been reserved for the exclusive use of 
“Old Faithful Club” members. 

The convention opens with a lunch- 
eon on Aug. 28.. The address of wel- 





come will be delivered by Vice-Presi- 
dent Carl A. Peterson, who, at the con- 
clusion of his talk, will introduce the 
club officers: A. E. Thompson, presi- 
dent; Oliver R. Aspegren, vice-presi- 
dent; Albert Swanson, treasurer, all 
from Chicago. The officers will make 
short responses. Benjamin Sherman of 
3oston will be introduced as the com- 
pany’s leader in the number of lives 
written during 1927. Following the re- 
sponse of club officers will be the in- 
troduction of home office representatives 
attending the convention, which include 
Mr. Peterson, A. B. Slattengren, secre- 
tary, E. A. Isaacson, superintendent of 
agents, and Douglas E. Thompson, ex- 
ecutive assistant. The convention will 
then be adjourned until Wednesday. 


Program Is Educational 


The first business session will open 
Wednesday. Chairman of the meeting 
will be Vice-President Peterson. The 
following subjects will be discussed: 
“Finding Prospects,” “The Sales Pres- 
entation,” “Closing the Sale,” “Selling 
Annuities,” “Business Insurance” and 
“Retail Credit.” The afternoon will be 
devoted to a golf tournament. 

A. B. Slattengren, secretary, will pre- 
side at the second business session. 
This meeting will be devoted to a dis- 
cussion of subjects relating to conser- 





vation of business, including such talks 
as: “Selection of Prospects,” “Selecting 
the Policy,” “Keeping in Touch With 
Policyholders,” “Getting Business 
Through Policyholders,” “The Process 
of Reinstatement” and “Selling a Defi- 
nite Purpose.” 
Slattengren Presides at Banquet 


The annual banquet will be held 
Thursday evening. A. Slattengren 
will be toastmaster. A. E. Thompson, 


president of the club, will address club 
members on the subject “Your Com- 
pany, Your Job and You.” Following 
will be an address by Carl A. Peterson. 
His subject will be “The Achievement 
of Leadership.” The concluding event 
on the evening program will be the pres- 
entation of “Old Faithful Club” em- 
blems by Secretary Slattengren. 
“Organization Club” Meeting 


On Friday morning the annual meet- 
ing of the Organization Club will be 
held. The “Organization Club” is made 
up of general agents and managers. 
In charge will be Mr. Peterson and Mr. 
Slattengren. The subjects discussed 
will be: “Building an Agency,” “Getting 
the Right Man,” “Keeping the Man on 
the Job,” “Helping the New Man,” and 
“The Weekly Reporting System.” The 
afternoon will be devoted to recreation. 








perience. 


rewarded. 


picture. 








A Golden Opportunity 


One of the large, old and prominent Companies 
doing business thruout the United States wants 


Three Assistants 
to the Manager 


between ages 30 and 45—men with experience as 
salesmanagers—preferable insurance agency ex- 


Good salary—excellent chance for promotion. 
A place where hard work and results will be 


Both Agency and Company well known. 


A great opportunity for the right man; if you 
| are the man write us and, if possible, send your 


Address G-43, care 
The National Underwriter 
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LIFE COMPANIES MAKE _ 
GOOD JULY INCREASES 


(CONTINUED FROM PAGE 5) 


a 19 percent increase. The record for 
the first seven months of this year is 
3 percent better than the sales over the 
same period in 1927. New Jersey leads 
both for the year to date and the 12- 
month period just ended. 


East North Central States Gain 


Sales in Ohio are practically identical 
with last year’s record, the other states 
showing increases for July. An 8 per- 
cent gain is reported by the section as 
a whole. It is the best monthly gain 
recorded. The year-to-date gain of 4 
percent is shared by all states except 
Michigan. A gain of 3 percent is re- 
ported for the 12-month period ending 
this month, and is shared by most of the 
states in the section, Michigan again 
recording a loss. 

Nebraska continues to lead this sec- 
tion of the country with an 18 percent 
increase for the month. The section 
as a whole gained 4 percent. The 6 per- 
cent gain for the first seven months 
of this year is led by a 16 percent. gain 
in Nebraska. Sales during the past 12 
months are 4 percent better than sales 
in the preceding 12 months. 

The south Atlantic section records a 
slight loss in sales for the month, its 
record being 2 percent under business 
last July. A 1 percent inerease is re- 
ported for the first seven months of this 
year as compared to the same period in 
1927. Sales in the 12-month period are 
1 percent better than last year’s record. 
North Carolina leads for the month and 
year to date. 

The east south central section as a 
whole gained 1 percent over last July, 
Mississippi and Alabama showing the 
only gains. Sales this year have in- 
creased 6 percent over production in the 
first seven months of 1927. The record 
for the 12 months just ended is 3 percent 
better than sales in the preceding 12 
months. 


Louisiana Makes Good Gain 


The west south central section’s rec- 
ord for July is practically identical with 
1927 production. Louisiana leads this 
section with sales this month 14 percent 
better than last July. All states gained 
for the first seven months of this year, 
a 7 percent increase being recorded for 
the section as a whole. A gain of 2 per- 
cent was recorded for the 12 months 
just ended. 

The mountain section reports a slight 
loss over sales last July. Arizona leads 
the section with a 39 percent gain. The 
12-month production is practically iden- 
tical with that of the corresponding 
period last year. A gain of 2 percent 
for the first seven months of this year 
is recorded by this section. Nevada 
leads with a gain of 48 percent. 


Pacific Section Gains 4 Percent 


Sales for the month are 4 percent bet- 
ter than the record for July, 1927. The 
12-month production and the sales for 
the first seven months of this year are 
1 percent better than the corresponding 
records for 1927. Only slight state gains 
are recorded for either the year-to-date 
or 12-month production. Sales in Cali- 
fornia are practically identical with the 
year-to-date and 12-month record for 
1927. 


Eureka-Maryland Record 


The Eureka-Maryland Assurance has 
just completed a record breaking mid- 
summer campaign in both ordinary and 
industrial fields. The ordinary depart- 
ment more than doubled its production 
of last year—$654,810 over the mid-sum- 
mer campaign of 1927. In the industrial 
field the southern division excelled all 
previous records for a mid-summer cam- 
paign, rolling up $178,700 more than 't 
did a year ago. The Washington dis- 


trict wrote more than double its total 
of 1927, while Philadelphia did likewise. 
The northern division as a whole did 
not quite reach last year’s total. 
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DR. J. A. STEVENSON 
JOINS PENN MUTUAL 


(CONTINUED FROM PAGE 3) 


Association. Then came teaching and 
demonstration with the Equitable. The 
third stage of Dr. Stevenson’s plan is 
being realized through his taking charge 
as manager of the Penn Mutual’s 
home office agency. In his new posi- 
tion he will, through the intimacies of 
relationships afforded in such an organ- 
ization, be able to build manpower in 
individual men. This has been one of 
the engrossing pleasures of his life in- 
surance service. , 

Dr. Stevenson’s first contact with the 
Penn Mutual was made in 1915, when 
he was offered a Chicago connection. 
But before the negotiations had reached 
a consummation he decided to continue 
work in the University of Illinois for 
his doctor’s degree. 

Widely Known as Author 


Dr. Stevenson, in collaboration with 
Griffin M. Lovelace, is the author of 
several life insurance books for agents’ 
use that have wide circulation. They 
form a part of Harper’s life insurance 
library. In fact, the statement is not 
too strong that he was the founder of 
present-day literature for field use. He 
has written five major books dealing 
with life insurance selling, and one of 
them, “Selling Life Insurance,” has had 
one of the largest sales of any business 
book in America. “Constructive Sales- 
manship” is a volume dealing with gen- 
eral salesmanship. 

Life underwriters’ associations al! 

over the country have repeatedly lis- 
tened to Dr. Stevenson at their dinners 
and meetings, and his voice has been 
heard before the great audiences of 
conventions of the National association. 
He is one of the speakers at this year’s 
meeting in Detroit. 
_A brief biography relates that Dr. 
Stevenson was born in Illinois in 1886. 
He graduated from the Cobden, IIL, 
high school in 1902, and from the 
Southern Illinois Normal University in 
1905. He took his A. B. at Ewing col- 
lege in 1908, his A. M. from the Uni- 
versity of Wisconsin in 1912, his Ph. D. 
from the University of Illinois in 1918. 
Items in his teaching career are: As- 
sistant principal, Nashville, Ill, high 
school, 1905-6; principal, 1906-7; prin- 
cipal, Olney, Ill, high school, 1907-11: 
lecturer in education, University of 
Wisconsin, 1911-12; manager depart- 
ment of drawing and manual arts of 
Scott, Foresman Company, educational 
publishers in Chicago, 1912-16; lecturer 
in education and secretary of appoint- 
ments committee, department of educa- 
tion of University of Illinois, 1916-18; 
assistant professor of secondary educa- 
tion and director of summer session 
University of Illinois, 1918-19. 

Dr. Stevenson's life insurance pedi- 
gree is as follows: Professor of edu- 
cation and director school of life in- 
surance salesmanship, Carnegie Insti- 
tute, 1919-20; third vice-president of the 
Equitable, 1920-21 and second vice- 
president since 1921. And, of course, 
he has been prominent in the National 
\ssociation of Life Underwriters ard 
the Life Agency Officers’ Association. 

Dr. Stevenson is also a member of 
the National Society for the Study of 
Education, the National Institute of So- 
cial Science and the American Academy 
t Political and Social Science. 





Keffer Celebrates Campaign 
R 


’. H. Keffer, New York general agent 
tor the Aetna Life, is celebrating his re- 
cent achievement in the Luther cam- 
paign by taking his agency organization 
to a baseball game, followed by a dinner 
at the Hotel Astor on Sept. 1. During 
ie oo drive Mr. Keffer’s men 

‘€ 95,000,000, twice the total of his 
nearest competitor. 
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the ee Mathews, who had represented 
repre entral Life in Des Moines as special 
"sentative for several years previous 





Shield men started on 
their first million in 1902. 
Today our slogan ‘‘We 
Shield Millions’’ is 
known from coast to 
coast. 
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TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 


ASSETS LIABILITIES 
Bonds and Stocks Legal Reserve, Life 
PP $ 9,831,749.82 Insurance Policies. .$10,973,342.00 
Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds L “eo A%. 
ega eserve, Dis- 
Reale Aatecane” 7,596,97348 ability Policies .... 202,030.37 
ae | |U pe rag 2,888,754.55 
prope or i- 
—_— ReeNNS scoensees P.1,000,000.00 
Cash in Banks and Gross Premiums Paid 
‘Offices — r ee 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 905.36 
Real Estate Owned.. 834,606.46 not Due ....++.++- 331,905. 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and Mainly a Savings Fund 
Stocks 114,625.00 Policy Claims in 
alpen teaag . Process of Payment 
Net Unpaid and De- and Adjustment ... 179,882.35 
ferred Premiums .. 457,975.03 jj Other Items...... 41,770.42 
Polley LOGRs cccccces 283,626.19 Liabilities Other Than 
Interest Accrued and Capital and Surplus 16,408,612.95 
WE -Aceedenesess 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 
Total Claims Paid 28 Years Ending December 31, 1927....-- $ 57,976,110.40 
Total Life Insurance in force December 31, 1927...+++++++++ 235,583,186.00 
































George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 











to e ; . > y 
ween urement in 1925, died there last 
week at the age of 75. 
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HIO—————_OREGON ————- 


AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 





Address 
ERNEST C. MILAIR, Vice-President and Secretary 
———— 
COLORADO———ILLINOIS———INDIANA——_IOW AKA NSAS--KENTUCK Y— MICHIGAN MINNESOTA 
‘‘INDEPENDENCE FOR DEPENDENTS”’ 5 
} 
Request details for our remunerative contracts for * 





You will benefit by our special attention now to these States 


oO. W. JOHNSON, President 


134 North La Salle Street, Chicago S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


PENNSYLVANIA———— 


TENNESSEE ————VIRGINIA——- WASHINGTON WEST VIRGIN 
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KANSAS CITY LIFE 
INSURANCE COMPANY 


Home Office, Kansas City, Missouri 





ASSETS INSURANCE 
_ IN FORCE 
$50,000,000.00 | ¢385,000,000.00 


Operating in 40 States and 
particularly interested in 
developing its territory lying 
east of Mississippi River 


-4o+ 


J. B. Reynolds, Pres. C. N. Sears, Sec’y. 
se J. F. Barr, Vice-Pres. and Supt. of Agts. 
O. Sam Cummings, Asst. Supt. of Agts. 


3520 BROADWAY KANSAS CITY, MO. 

















J Liberal policies \ 





Good territory 
T-H-E pan 
COM BINATION Agency—Building 
I-D-E-A-L Co-Operation from 
Home Office 


SUCCESSFUL 


-- NATIONAL 
“* AGENCIES 








‘\ Efficient Claims f 


Service 

Are you making PROGRESS? If not, are you willing 
to spend,TWO CENTS to learn WHY National Casualty 
salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 














INSURANCE FACTS 


Promptly—Accurately—Economically 
Tabulated 


Classification, reserves, current outstanding loss 
data, unearned premiums, agency distributions, 
current and annual reports. 


Recording & Statistical Bureau, Inc. 
76 William Street, New York City 


NEW YORK BOSTON CHICAGO 
MONTREAL TORONTO 


DETROIT 











“HUMAN MACHINE” IS 
TOO OFTEN NEGLECTED 





NEED PERIODIC EXAMINATION 





Too Frequently Ignore Incipient Ail- 
ments Until They Have Become 
Firmly Established 





BALTIMORE, MD., Aug. 23.—In 
commenting on how the average person 
looks out for machines which he may 
operate, and at the same time fails to 
take advantage of the benefits offered 
by insurance companies for protecting 
the greater machine of all—the human 
body—William R. Mackin of the United 
States Fidelity & Guaranty says: 

“The old flivver perhaps has been suf- 
fering from internal pains for a long 
time. It has been trying to tell us of 
its misery these many moons, but we 
have regarded its knockings and general 
misconduct as we would the ravings and 
pranks of a mischievous boy. We have 
given it but little attention, thinking 
the trouble an attack of summer com- 
plaint that might wear away in the 
course of time. But of a sudden the 
chronic malady becomes acute, and the 
poor thing falters along the way and 
finally becomes prostrated. Hence, we 
haul her into the shop for an examina- 
tion and repairs. 

All Have Their Troubles 


“The faithful old writing machine has 
withstood the battering of its keyboard 
for many years before it began to show 
symptoms of fatigue and distress. Then 
suddenly something snaps and a hur- 
ried call is sent for the typewriter doc- 
tor. 

“The sewing machine that has given 
the wife such wonderful service breaks 
down eventually through wear and tear, 
and requires an overhauling or lubri- 
cation of its affected parts. 

“But notwithstanding our _indiffer- 
ence toward the machinery that gives us 
service, we are more solicitous for its 
healthy condition and lasting qualities 
than we are for the health and well- 
being of our bodies. Many times during 
the year we will have a mechanic look 
it over and remove its defective bear- 
ings before it suffers a general break- 
down and is temporarily or permanently 
put out of commission. 

“We forget these human machines we 
call our bodies often become masses of 
rackabones because of our neglect. They 
demand more care and attention than 
do the cogs and pinions of our labor 
saving contrivances. Our joints and 
bearings need an occasional lubrication, 
our running gears and cylinders should 
be examined periodically for flaws and 
sore spots, that they may be repaired 
or remedied, ere they weaken other 
parts of our corporal mechanism and 
bring on a general collapse. 


Offer Free Examinations 


“Life insurance companies now offer 
the free services of their medical staffs 
to give physical examinations to all of 
their policyholders who desire it. This 
is a good sound business venture for 
them. They know that by discovering 
our minor ailments in time, they can 
prescribe a cure and eventually prolong 
life—and the longer one lives, the 
greater will be the amount of premiums 
collected. 

“But isn’t it just as sound and judic- 
ious for the policvholder to accept such 
service when offered? Doesn't it really 
pay him to know what part of his anat- 
omy is unprogressive and behind the 
times: isn’t it worth while to learn what 
it is that’s gnawing at the root of his 
existence and undermining his consti- 
tution, that he might apply a remedy 
before it is too late? 

“Tt would be wise for all of use, it 
seems, to submit to a physical examina- 
tion at least once a vear, and by so do- 
ing we may be able to save many of the 
spleens, appendices and tonsils that are 
part of our equipment, and which sur- 








MUST TAKE CARE TO 
PROTECT BENEFICIARIES 


—__. 


SETTLEMENT OPTIONS VITAL 





Agent Should Give Most Thought to 
Needs of Person for Whom 
Policy Is Taken 





_ “One of the most vital developments 
in the history of American life insur- 
ance is the administration of insurance 
estates by the companies,” declared 
Assistant Secretary W. Howard Cox of 
the Union Central Life in a recent ad- 
dress. Life insurance is primarily in- 
demnification for the loss of income re- 
sulting from the deceased’s death. If 
the policy is paid in a lump sum, the 
policyholder can only hope that it will 
be used to provide for the needs of his 
wife and children. But if it is paid on 
some income settlement basis his hope 
is an absolute certainty. 
Is Quickest, Safest and Cheapest 

“A settlement option certificate is the 
quickest, safest and cheapest method of 
providing an income for immediate de- 
pendents,” said Mr. Cox. “It is quick- 
est because payments begin at once and 
not in a year or more, as is the case 
when an estate has to be closed. This 
is of great importance because depend- 
ents of even a very wealthy man may be 
left almost penniless at his death. They 
cannot touch a penny of his estate until 
an executor or administrator has been 
appointed, an appraisement made and 
an allowance set off for them. : 

“Tt is the safest because the sum from 
which payments are to be made is not 
subject to creditors of the insured. Nei- 
ther is it open to attack by creditors of 
the beneficiary nor subject to any legal 
process. It is safest because there is 
not only no danger of a dishonest execu- 
tor or administrator misappropriating 
the funds, but there is no danger of an 
honest but unintelligent one losing the 
funds through bad investment. 

“It is cheapest not only because the 
companies make no charge for this serv- 
ice, but also because there are no other 
charges.” 

The growth of policies written on the 
income settlement basis has been enor- 
mous in recent vears. It has become so 
enormous, said Mr. Cox, that company 
executives view it with some concern 
and at the present time are studying the 
subject carefully from the point of view 
both of their own companies and the 
business as a whole. The subject is in- 
tricate and complex, for it involves prac- 
tically all laws governing the transmis- 
sion of property and descent. The em- 
barrassment an agent occasionally finds 
when a settlement cannot be arranged 
precisely in accord with a policyholder’s 
wishes he explained by the fact that the 
development of the settlement option 
service has been so rapid that home 
offices have not been able to make rules 
fast enough to keep up with it. 

“Insurance men are apt to feel that 
when they have sold a policy their work 
is done, but their full responsibility 1s 
not only to create the principal but to 
preserve it,” said Mr. Cox. “Havent 
we been inclined to devote most of our 
thought and effort to impressing the 
prospect and converting him into af 
insured and not give enough attention 
to the beneficiary? It seems to me that 
since the policy is for the beneficiary. 
she really is the most important part 
in it. Maybe if we gave more thought 
to the beneficiary and her needs and 
problems, we should find it a lot easier 
to interest the prospect and make him 4 
policyholder.” 


geons delight in carving from our SyS- 
tems to be preserved in bottles of al- 
cohol for our future reference, and to 
show to our friends as specimens of 
the stuff we’re made of, as souvenirs 0! 
our ethereal voyages to Saturn and 
Betelgeusc.” 








28 


AL 


to 


erv- 
ther 


the 
nor- 
e so 
yany 
cern 
+ the 
view 
the 
; in- 
yrac- 
mis- 
em- 
finds 
nged 
der’s 
t the 
ytion 
ome 
rules 


that 
vork 
ty is 
it to 
ven't 
; our 
the 
> an 
ntion 


that 








August 24, 1928 














LUTHER TESTIMONIAL 
CAMPAIGN SUCCESSFUL 


—_—_—_— 


LIBERALLY EXCEEDS QUOTA 





Robinson & Robinson of Wilkes-Barre 
Leads in Points—Keffer Agency 
Largest Total 





Final figures for the “K. A, Luther 
Testimonial Campaign,” which general 
agents of the Aetna Life conducted 
during May and June in honor of Vice- 
President K. A. Luther’s 30th anniver- 
sary as an “Aetna-izer,” show that the 
field organization liberally exceeded its 
allotted quota of $75,000,000 of new paid 
business. The amount actually obtained 
was $89,593,655. 

This announcement was made by W. 
R. Harper, general agent at Philadel- 
phia and chairman of the general agents’ 
advisory council, which planned and di- 
rected the campaign. The campaign 
chairman also announced that 50 of the 
company’s general agencies have ex- 
ceeded their 8,000-point quotas in the 
campaign, many of them by wide mar- 
gins. 

The struggle for leadership between 
the various agencies was particularly 
intense and culminated finally in victory 
for the Robinson & Robinson agency at 
Wilkes-Barre, which reported the high 
pointage of 15,076. Second place went 
to another Pennsylvania organization, 
the N. E. Degan agency at Pittsburgh, 
with a total of 14,233. 

The leader in the amount of insur- 
ance, as has been the case throughout 
the campaign, was the R. H. Keffer 
agency, New York City, which pro- 
duced in the two months $8,173,500 of 
new paid business. Second and _ third 
places were held respectively by the 
S. T. Whatley agency at Chicago, with 
$4,471,925, and the W. R. Harper agency 
at Philadelphia, with $4,024,457. 

Each of the five campaign divisions 
surpassed its $15,000,000 quota, with the 
central states division, of which Gen- 
eral Agent S. T. Whatley of Chicago 
was captain, in first place with a paid 
business total of $19,704,648. Next 
came the eastern states division, Gen- 
eral Agent O. B. Herrick of Syracuse, 
captain, with $18,669,257. 


COMMISSIONERS’ 0. K. ON 
MISSOURI STATE PLAN 


(CONTINUED FROM PAGE 3) 





issue of 10,000 shares from a New York 
bank, while a Chicago investor holds a 
certificate for 1,968 shares of stock that 
was marked cancelled on the books of 
the company. The market value of the 
Chicago man’s holdings prior to the 
crash was about $147,600. However, in 
final settlement he will be allowed only 
the sum he can prove he actually paid 
for this stock. 

The commissioners’ investigation re- 
vealed that apparently at various times 
a total of 28,500 shares of the life com- 
vany’s stock was over-issued, but sub- 
sequently all but three certificates, the 
one for 10,000 shares used for the New 
York loan, another for 3,000 shares and 

third for 500 shares, were accounted 


E. P. Greenwood, president of the 
‘creat Southern Life, and J. L. Babler, 
rmer vice-president of the Interna- 
tional Life, are said to control about 


25,000 shares of the International Life’s 
7,500 shares of stock. Mr. Greenwood 

lds 17,000 shares turned over by Mr. 

ombs as collateral on two loans to- 
taling $1,000,000, and has an irrevocable 
Proxy to vote other stock. Mr. Babler 
has offered for sale 3,839 shares of stock 
given as security on a loan of $220,000 
Mr. Toombs. 


Statement by Commissioners 


The commissioners’ statement said: 
‘We, the insurance commissioners of 


ide to 





COUNSELLORS CLUB OF 
INDIANAPOLIS LIFE MEETS 
SESSIONS HELD AT PEORIA 


Good Program of Addresses Given by 
Company Officials and Leading 


Producers 
The Indianapolis Life Counsellors 
Club met at Peoria, Ill, Friday and 
Saturday with about 80 of the com- 
pany’s leading producers present. 


Business sessions were held in the 
mornings and afternoons and evenings 
were given to entertainment in two of 
the local country clubs. President 
Frank P. Manly presided at the busi- 
ness Mayor Louis Mueller 
welcomed the visitors and W. E. Ejick- 
hoff, manager at Fort Wayne, Ind., re- 
sponded cleverly for the visitors. Em- 
met C. May, president of the Peoria 
Life, gave an inspiring address, taking 
as his theme the development of busi- 
ness from present policyholders, in 
other words, cultivating present possi- 
bilities. 

A. Leroy Portteus, treasurer; Jos- 
eph R. Raub, secretary; W. Irving Pal- 
mer, supervisor, and Dr. James B. 
Young, medical director, were present 
from the home office and spoke on 
points of interest relating to their re- 
spective departments. The Friday morn- 
ing session was closed with an inspiring 
talk by Mr. Manly on the principles 
and practices which are back of the 
ideals of the home office. 

On Saturday morning there was gen- 


sessions. 





eral discussion of the topic “Life 
surance and How to Sell It.” Among 
the principal speakers were S. E. Shide- | 
ler, Valparaiso, Ind., who spoke on | 
“Character Building’: H. M. Marks, | 
Fort Worth, Tex., “Building Income | 
Insurance”; J. P. Matthews, Dallas, | 
Tex., “Continuing the Salary”: William 
Mainland, Detroit, “Prepared Presenta- 
tion”; Al Kahler, manager at Peoria, 
“Putting Your Own House in Order”: 


Perry Meek of Indianapolis, ‘Mental | 
Attitude of Agent”; Julian Schwab of 
Indianapolis, “Education of Children,” 


and Harold J. Plack, “Calls and Inter- 
views.” 


It was announced that the Indian- 
apolis Life had made a 17 percent in- 
crease the first seven months of this 
year over last year. Al Kahler acted 
as host for the visitors at the country 
clubs and im the entertainment pro- 
gram. 
nine states, who have given our most 


careful consideration to the affairs of 
the International Life for several weeks, 
have unanimously approved a contract 
providing for reinsurance of the busi- 


ness of the International Life as sub- 
mitted by the Missouri State Life. We 
believe that this contract, when ap- 


proved by the proper legal tribunals, 
will absolutely protect the interests of 
the policyholders in every detail and 
conserve for the stockholders the full 
present value of their holdings. 

“We felt ourselves the only persons 
upon the ground who were looking at 
the problems presented primarily from 
the standpoint of the policyholders and 
in position to treat these problems im- 
personally and unselfishly. We _ have, 
therefore, assumed the attitude, which 
we expressed in our former statement, 
of desiring to examine from the policy- 
holders’ standpoint any proposition ap- 


pearing to offer proper protection to 
these interests. While we have in the 
past week endeavored to lend our as- 


sistance to the officers having in charge 
the criminal phases of this affair, our | 
principal concern has been at all times 
in the civil business of the company. 

“During our deliberations we have 
had before us various plans for reinsur- 
ance, refinancing and rehabilitation of | 
the affairs of the International Life, 


In- | 





MORE THAN 250 TEXANS 
ARE HEAVILY INSURED 


—_—_———_— 


W. A. CALLAWAY ISSUES LIST 


Editor of Southland Life Publications 
Compiles Information on Amounts 
of Protection Carried 


DALLAS, TEX., Aug. 23.—At least 
251 Texans have their lives insured for 
$100,000 or more, according to the 
“Texas Index,” just issued for the fifth 
time by W. A. Callaway, editor of 
Southland Life publications. The list 
shows a total of $58,367,953 protection 
carried on these lives. 

A Houston man, J. M. West, leads 
the list with $1,453,500 of insurance. 
Chester L. Jones, president Sanger 
Stores Company, is second with $1,- 
250,000; Clarence E. Linz, vice-presi- 
dent and treasurer of the Southland 
Life, is third with $1,036,000, and Jesse 
H. Jones, who was largely responsible 
for the Democratic convention at Hous- 
ton, is fourth with $1,025,000. Others 
in the list of the first ten, according to 
the amounts of insurance carried are: 
E. A. Landreth, Fort Worth, $980,000; 
Karl Hoblitzelle, Dallas, $890,500; 
Harry H. Roberts, San Antonio, $850,- 
000; F. F. Florence, Dallas, $750,000; 
Theos. G. Shaw, Fort Worth, $735,000; 
Harry L. Seay, Dallas, $732,640. 

For the first time the names of two 
women, Mrs. Georgia Scott Townsend 
of Fort Worth, with $100,000, and Mrs. 
Eula L. Phillips of Greenville, with 
$115,000 appear on the list. Dallas 
leads the list with 65 names, Houston 
is second with 54 names, San Antonio 
is third with 21 names and Fort Worth 
fourth with 20 names. 

“It was impossible to secure all of 
the names that have rightful place in 
this list of Texas men and women 
whose lives are insured for $100,000 or 
more,” says Mr. Callaway. “Life insur- 
ance is the greatest system of organ- 
ized self-help yet devised by man, and 
the men whose names are listed in this 
booklet, understanding and appreciating 
the power and influence of the system 
for good, are rendering distinctive serv- 
ice to the families of the uninsured and 
to those without adequate protection in 
permitting the use of their names as 
patrons of the system. No stronger en- 
dorsement can be given life insurance 
by these policyholders than the simple 
statement, ‘Our lives are insured in the 
sums set opposite our names.’” 


Each had had our most care‘ul consid- 
eration. We have come to the conclu- 
sion that reinsurance of the company’s 
business is the only certain solution of 
its problems. Plans for refinancing the 
International Life and preserving its 
entity as a going concern were found 
by us to be of such indefinite, intangible 
and inadequate character as to convince 
us that none could be consummated 


| 
| 





within such time as would afford imme- | 


diate protection to the policyholders and 
adequate conservation of the interests 
of the present stockholders.” 

3oth the federal and state receiver- 
ships must be dissolved before the re- 
insurance contract can be accepted by 
the stockholders of the International 
Life. 


stituted at Kansas City in the name of 


J. C. Dale of Alabama, a policyholder, 
and C. P. Long of Tupelo, Miss., a 
stockholder. Massey Wilson, formerly 
president of the International Life. is 


the real power behind the federal action. 
His brother, E. P. Wilson, an attorney, 


was named as federal receiver. The 
state receivership was applied for by 
the Missouri insurance department. 


Hillsman Taylor's Statement 


“T am gratified that a solution of the 
International Life’s problems has been 
found,” Hillsman Taylor, president of 


The federal receivership was in- | 


GUARDIAN LIFE HELD 
ANNUAL CONVENTION 


PRESIDENT HEYE PRESENT 
Number of Topics Were Assigned to 


the Men On the Firing 


Line 
The Guardian Life held its annual 
agency convention in Montreal last 
week, The events of the meeting were: 


First Day's Sessions 


Leon 


Leaders’ 


10:15 a. m 
Alexander 


Convention Opened, 
President 1927-28 


Club 

Address of Welcome, President Carl 
Heye 

Presentation of Service Pins, President 
Heye 


Club Awards, 
James A, 


Leaders’ 
Agencies 


Presentation of 
Superintendent of 
McLain 


Theme “Newer Phases of Life Insur- 


ance Selling.” 

“Insurance Surveys,” E. N. Olstad, St. 
Paul. 

“Co-operation With Trust Companies,” 
E. J. Berlet. Philadelphia 

“Business Insurance,” A. H. Remole, 


Minneapolis 
“Informal Remarks, Dr. C. B 
Medical Director. 


Piper, 
Second Day's Sessions 


“The 
Viewed by 


Mechanics of Selling.” 
the Home Office,” 


Theme; 


“As As- 


sistant Superintendent of Agencies F. F. 
Weidenborner, Jr. 

“As Practiced in Los Angeles,” C. K. 
Brust and G. W. Adams, Los Angeles 

“The Business Man,” Saul Kornreich, 
New York 

“Basic Sales Ideas,” Donald tussell, 
New York. 

“The Larger Buyer,” Max teinboth, 
New York 

“For the Newer Agent,” G. A. Myer, 


taltimore 
Thursday's Session 
AS- 


“Comment on Recent Tendencies,” 


sistant Actuary W. M. Morris 

“How to Win a Business Argument.” 
Professors R. C. Borden and A. C. Busse, 
New York University. 


‘Importance of Creating Favorable 
Circumstances in Selling.” W. E. Knowl- 
ton, New York 

“It's Your Business and Mine,” E. A 


Gillispie. 


“Insurance Settlement Agreements,” 


Assistant Secretary Curtis Robertson 
“Love Letters,” J. BE. Lockwood, Boston 
“The Guardian of Yesterday, Today 

ind Tomorrow, R \. Trubey, Fargo 

Missouri State, said “The contract 

which we have offered and is now ac- 

cepted by the commissioners for nine 
states was very fair to everyone. We 
have offered the International Life 
stockholders everything they were en- 


titled to and we did not attempt to take 
advantage of the unfortunate problems 
of that company.” 

Massey Wilson 


business “‘is 


insisted that the 
easily worth $10,000,000" 
and fair tribunal will give the 
people own an institution worth 
$10,000,000 an opportunity to keep it 


still 


that “a 


1 
who 


ania ™ 
Commissioners Hear Wilson 


\t the his appearance 
commissioners Commissioner De- 
trick of California questioned Mr. Wil- 
m's motives for throwing the company 


time of before 


the 


into federal receivership. Mr. Wilson 
contended that the $3,500,000 shortage 
in the assets of the International Life 
merely caused the company to be 
“artificially insolvent” and added that 
in reality it is “actually solvent.” He 
explained that the Missouri insurance 
laws consider only cash, mortgages, 


bonds and certain policy credits as as- 
sets, but company has in addition 
a good will and going value of $10,000,- 
000 that should be considered. If the 
International Life had not been forced 
to quit writing insurance it could have 
continued regardless of the deficit of 
(CONTINUED ON NEXT PAGE) 
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14 





THE NATIONAL UNDERWRITER 





August 24, 1928 








TWO POLICIES IN THE 
FILLING OF VACANCIES 





Some Companies Consistent in the 
Promotion of Their Own 
Field Men 





OTHERS GO TO. OUTSIDE 





Official Gives His Views on the Course 
That He Feels Is by Far the 
Wisest 





There are two different policies fol- 
lowed in the promoting of soliciting 
agents to higher positions, either dis- 
trict agents, general agents or managers. 
One set of companies believes that its 
own men should be promoted where 
there is a vacancy. For instance, a man 
in the Kansas City agency, might be 
good material for a general agent at 
Rochester, N. Y., Atlanta, Ga., or Los 
Angeles. A company of this class takes 
the position that its own men know the 
home office, company policy, the tradi- 
tions and practice. They will work 
harder and do better work if they real- 
ize that there is an opportunity for 
advancement. 

Naturally to pull a man of this type 
out of an agency leaves something of a 
hole in the production record. General 
agents are not seeking to get rid of ex- 
cellent men in their employ. A man 
who is fitted to be a general agent, 
means much to the stability of an 
agency. At the same time the broad 
minded general agent realizes that a 
promotion from his agency stimulates 
the other men to better work. 

Another class of companies will go 
outside of its ranks to get material for 
fear of offending general agents by 
taking a man from their employ. A 
company will hesitate to suggest to a 
general agent that it desires to promote 
a man under contract with him. 

Commenting on the situation the 
company official makes these observa- 
tions: 

“In my opinion companies make a big 
mistake that do not recognize the ma- 
terial in their own ranks. It is a reflec- 
tion on a company if it does not have 
men up and down the line, who will 
make good general or district agents in 
case of a vacancy. We do not hesitate 
for example to take a man from any 
general agency if he is worthy of pro- 
motion. We let our general agents 
know that our policy is to promote men 
from our own ranks. 

“We realize that unless we do this, 
other companies will take our men if 
they possess the stuff to go ahead. You 
will see some companies overlooking or 
neglecting their own men and picking 
men from other companies for these 
higher positions. Another company 
comes along and picks these same agents 
for its higher places. It takes some 
time for a man from another company 
to get his bearings. I realize that there 
are occasions when it may be difficult to 
select one from its own ranks and it 
feels forced to go outside. 

“When a company promotes its own 
men there is a much higher esprit de 
corps and a stronger personnel. Men 
are more ambitious to do things, they 
work harder, they feel that their efforts 
will be appreciated. We have had the 
greatest success from taking men out of 
our ranks when we had a higher office 
to fill. If a soliciting agent shows ad- 
ministrative ability and is a strong man, 
some company is going to take him and 
offer him a greater opportunity. It 
should be the policy therefore of a com- 
pany to watch these men and promote 
them. I know that up and down the 


line the effect of promoting from one’s 
ranks is invigorating.” 





COMMISSIONERS’ O. K. ON 
MISSOURI STATE OFFER 





(CONT’D FROM PRECEDING PAGE) 


2,951,963 attributed to President Roy 
i Toombs, Mr. Wilson contended. 

Mr. Wilson admitted that when he 
heard of the proposed sale to Toombs 
he wrote Judge Whitfield and his asso- 
ciates that “no man could buy the com- 
pany for $2,200,000 and operate it hon- 
estly.” He had said the company was 
worth $1,500,000 at the most. 

“IT didn’t want it sold,” Wilson ex- 
plained about his letter to Judge Whit- 
field, “for I feared whoever bought the 
holding company would loot it. I did 
not dream they would loot the Inter- 
national Life.” 


Plan for Reorganization 


Commissioner Baker of Kansas de- 
manded that Mr. Wilson detail his plans 
for reorganizing the company. 

“The simplest way, though perhaps 
not the best, would be to increase the 
capital stock,” Mr. Wilson replied. “I 
would sell 55,000 shares of stock, par 
value $25 each, for $100 a share and 
use the proceeds to overcome the deficit, 
create new capital and make up a sur- 
plus.” 

“What chance would there be to sell 
this stock—isn’t that just a dream?” 
Commissioner Baker asked. 

“No, there’s lots of big money inter- 
ests ready to take a big lot of stock. 
It would be a cinch to sell the stock. 
But my idea is to offer the stock first 
to the present stockholders. I would 
subscribe for $100,000 worth and, I 


know another man who would take 
$500,000 and_ still another $100,000 
worth. That’s $700,000 right off the 
bat.” 


Commissioner Baker wasn’t enthu- 
siastic, adding that several of the com- 
missioners were “skeptical” of the com- 
pany’s conditions and afraid that the 
deficit may become considerably greater. 


Company Still Functioning 


The International Life is still func- 
tioning under a gentlemen’s agreement 
between federal and state receivers 
with W. F. Grantges, first vice-presi- 
dent and general manager, as supervis- 
ing head. Arrangements have also been 
permitted -whereby policyholders can 
safely pay premiums on policies when 
due until final disposition of the com- 
pany is made. Daily more states are 
revoking the company’s licenses to do 
business, while its assets are shrinking 
at the rate of $50,000 a day, due to delay 
in reorganization or reinsurance. The 
complications incident to the receiver- 
ship suits caused this delay. 

Aside from its holding in the Inter- 
national Life the holding company has 
net assets of about $400,000. 


GEORGIA RECEIVER NAMED 


ATLANTA, Aug. 23.—M. W. Camp- 
bell, for many years general agent for 
the International Life in Georgia, has 
been appointed receiver for the com- 
pany in the northern district of the 
state by Federal Judge Sibley on a pe- 
tition filed by James. R Bachman, a 
policyholder. 

Mr. Campbell called attention to the 
fact that under the order of Judge Sib- 
ley, all payments of premiums must be 
made to him as receiver, and that he is 
ordered to keep these premiums in a 
separate account. Then, unless arrange- 
ments are made for carrying on the 
policies of the company, the premiums 
will be returned to policyholders, less 
a reasonable deduction for administra- 
tion expenses. 

The court order provides that any 
persons who pay their premiums to the 
receiver under this arrangement. will 
have their policies continued in effect, 
according to their terms. 


F. H. Sunderlin of Estherville, Ia., died 
last week following a year's ‘illness, at 
the age of 54. Mr. Sunderlin had been 
district agent for the Central Life of 
Des Moines since 192 











Insurance Stock 
Quotations 





_ Charles Sincere & Co., the Chicago 
investment house, gives the following 
insurance stock quotations: 


Div. per 
Stock Par Bid Asked Share 
Abr. Lincoln L. 20 40 eee 6% 
Aetna aa 100 1050 1100 12 
Aetna Fire. 100 770 790 24 
Aetna Life.. 100 845 855 12 
Agricult. Fire. 2 130 145 4 
Alliance ...... 10 80 90 2 
Amer. Alli..... 100 560 590 16 
Amer. Auto... 10 60 2 
Amer. Drug. F. 25 80 83 10% 
Amer. Equit... 5 31 35 2 
Amer., N. Zs ‘ 5 25 26 1.00 
Amer. Res..... 10 82 88 2.20 
Automobile ... 100 380 400 1% 
Balt. Amer..... 10 78 83 1.20&Ex 
Bank. & Ship.. 100 550 600 
ree 100 1050 1100 18 
Brooklyn Fire. 25 100 | eee 
BPD ccccccs 100 450 eee 13 
COMER 2c cccce 5 27 30 .80 
Carolina . 10 58 62 1.40 
Cen. West “Cas. 50 67 73 4% 
Chgo. F. & M. 10 17 2 seeces 
Chgo. Nat. Life 10 wen seeahes 
City of N. Y... 100 600 620 16 
Col. Nat. Life.. 100 390 7 
Com]. Cas..... 10 50 55 2 
Commonwealth 100 700 20 
Conn. Genl. L. 100 1650 1700 12&Ex 
Cont. Life, Ill. 10 95 1.60 
Cont. Cas...... 10 73 75 1.60 
Cont. Fire..... 10 77 79 2.00 
Detroit F. & S. 50 68 73 4 
Detroit Life... 50 150 175 6 
Detroit Nat. F. 25 19 22 4% 
Farmers Nat. L. 5 22 25 20% 
Fidel. & Cas... 25 180 190 5&Ex 
Fidel. & Dep.. 50 260 280 7T&Ex 
Fidel. Phenix.. 10 79 81 2 
| Firemen’s Fd. 25 115 122 5% 
Firemen’s, N. J. ... 44 48 2.20 
Franklin Fire. 25 370 390) =—8.00 
Glens Falls.... 10 57 59 1.60&Ex 
Globe & Rut.. 100 2475 2575 
Gr. Am. Indem. 10 7 : eee 
Gr. Am. Fire.. 10 46 48 1.60 
Great Lakes... 10 11 | err 
Hanover Fire.. 10 75 80 10% 
Harmonia Fire 10 70 75 1.40 
Hartford Fire. 100 765 785 20 
Htfd. St. Boil. 100 750 775 16&Ex 
Home Fire.... 100 540 550 20 
Homestead F.. 10 40 46 60c 
Imp. & Export. 25 88 93 4 
Indepen. Indem. 10 25 ._ Bere 
Indepen. Fire.. 10 20 25 6% 
Insur. Co. N. A. 10 69 70 2&Ex 
Ins. Secur. Co. 10 25 26 14% 
Inter-South. L. 1 5 i: Saeerrere 
Line. F., N. Y.. 20 85 95 4.50 
Line. Natl L.. 10 127 135 «2.90 
Lloyds Pl. Gl. 100 280 300 16.2% 
Md. Casualty... 25 145 155 4.50&Ex 
Metropol. Fire. 10 9 16 1 
Milw. Mech.... 10 44 47 1.60&Ex 
Mo. State Life 10 94 96 1.20 
Montana Life.. 10 15 wate 8 
National Cas... 10 50 54 1.20 
Natl. Fire..... 100 1025 1075 20&Ex 
Nat. Liberty.. 5 90 92 20% &Ex 
Nat. Union Fire 100 300 320 12 
N. Amster. Cas. 10 70 74 2.80 
New Brunsw.. 10 55 60 1.20 
New World L.. 10 15 17 8% 
. % A ee 87 92 4 
Niagara Fire.. 2 125 135 10 
Northern, N. Y. 25 120 7. 3 waeeoe 
No. Amer. Life 50 205 220 20% 
N. W. Nat. F.. 25 220 240 5%, 
Old Line Life.. 10 38 are 15% 
Pacific Fire... 25 170 190 2.50 
Pacific M. Life 100 800 900 20 
Peoples Nat. F. 10 53 59 1&Ex 
Peoria Life.... 10 45 ses 16% 
Phoenix, Conn. 100 775 790 20 
Preferred Acci. 100 5RO 600 23 
Presid. F. & M. 25 29 ide —amanecit 
Prov.-Wash. .. 100 680 7a0 I9kEX 
Reliance ...... 10 28 32 1.2 
st. P. F. & M. 25 180 199 4 
Southern Sur.. 14 24 a6 12% 
Swrinefield .... 25 195 215 4 
Stuyvesant 100 Pan oa & 
Run Vife...:.. 100 #1750 1850 OR 
Travelers ... 199 #1545) 1545 16 
7a A eG... Tt] 415 427 "@Ex 
J. |, 20 ag 194 «#«1,29" 
Westchester .. 1” 7 90 98 EX 
Wisc. Nat. Life 1 18 noe % 


Loewenstein Uninsured 


Some interest is attached to an article 
in the Bankers’ Magazine of Londov, 
relative to the life insurance of Captain 
Loewenstein, the Belgian financier, who 
dropped from a plane crossing the Eng- 
lish channel, either a suicide or by acci- 
dent. At first it was reported that a 
huge line of life insurance was carried on 
his life, running into many millions, but 
this article states definitely that there 
was no life insurance carried, he being 
uninsurable. There had been a large 
line privately written by various parties 
interested in his activities, as guaran- 
tees for certain projects and these, of 
course. will mature. They are not reg- 
ular life insurance policies, however. 





SOME DISADVANTAGES 
ARE FOUND IN PLAN 





Companies Writing Non-Medical 
Risks Confronted With Em- 
barrassment Now and Then 





MEANS AGENCY SELECTION 





Those Not Permitted to Take Applica- 
tions Are Inclined to Take Umbrage 
at Prohibition 





Some of the companies writing non- 
medical policies have encountered com- 
plications that show that there are some 
drawbacks to this plan. Naturally com- 
panies will not allow every agent to take 
non-medical applications. Where it has 
any doubt as to an agent’s good judg- 
ment in the selection of risks, or if it 
feels that he is too avaricious, it will re- 
quire a medical examination feeling that 
it could not afford to take chances on 
the business of anyone in whom it has 
not full confidence. Other companies 
make rules requiring that an agent must 
go through a special course of training, 
or be a member of the $100,000 Club or 
establish other standards. Again a com- 
pany will not allow agents to write non- 
medical business in certain sections of 
the country, or certain parts of a state, 
because of bad mortality experience. 
Some of the agents that are not per- 
mitted to write this business therefore 
have become aroused and feel that they 
are being discriminated against. It is 
difficult to draw the line so that satis- 
faction will be given. The agents that 
are left out are protesting. 


Assured Feel Aggrieved 


Another feature that has caused some 
difficulty is the fact that after the in- 
spector’s report or even on reading the 
report of the agent, a medical examina- 
tion has been ordered on some risks. 
This has embarrassed agents who have 
solicited the insurance on the ground 
that there would be no medical examina- 
tion. It is found that in some of these 
cases the assured refused to go any fur- 
ther with the transaction and felt very 
much aggrieved at the agent. 

Another point that is attracting atten- 
tion is the rule that some of the com- 
panies have that they will not allow a 
man to take a policy without medical ex- 
amination if he is applying to other 
companies on the same basis. For in- 
stance, cases have arisen where people 
having heard of the non-medical plan 
decided to take out a certain amount ot 
insurance, $10,000 for example. A man 
would therefore apply to five different 
companies. Some companies will refuse 
to take a person on the medical plan if 
he is seeking insurance in other com- 
panies without medical examination. 
Naturally the companies want to protect 
themselves as far as possible, but gen- 
eral agents say that this rule is injust in 
a number of particulars that have come 
to their notice. 

An interesting record has been made 
by a company that is writing insurance 
in connection with savings accounts 0! 
banks. These naturally were for small 
policies, most of them less than $2,000. 
It found that 18 percent of these people 
were rejected on medical examination. 


Harvey a Former Commissioner 


Col. George B. Harvey, long a prom: 
inent figure in metropolitan journalism 
and in national political affairs, whose 
death occurred at his summer home in 
Dublin, N. H.., several days ago, was 
commissioner of banking and insurance 
in New Jersey in 1890, resigning within 
12 months, however, to continue liter- 
ary work. 
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DISABILITY PAYMENTS 
WILL BE CONTESTED 


——_—> 


CALL INJURY INTENTIONAL 





Life and Accident Companies Resist 
Payment on Loss Sustained By 
Richmond, Va., Agent 





RICHMOND, VA., Aug. 22.—The 
Equitable Life of New York has 


brought suit in federal court at Rich- 
mond asking for cancellation of a $10,- 
000 5-year-term policy with disability 
additions issued April 23, 1928, to James 
S. Mitchell, who suffered the loss of 
both hands as a result of falling under 
a street car in this city April 26. The 
company charges that he deliberately 
threw himself under the car. It also 
charges that he made false statements 
as to material facts in his application 
for the insurance. A check for $34.30 
in payment ‘of the first quarterly pre- 
mium was tendered the day the policy 
was delivered but it was dishonored for 
lack of funds, according to the com- 
pany’s bill. It was made good, how- 
ever, before he was injured. The pol- 
icy provided for payment of $100 a 
month for total disability. 

The Interstate Business Men’s Acci- 
dent of Des Moines, in which Mitchell 
took out a $5,000 accident policy two 
weeks before the loss of his hands, has 
also decided to resist payment. It is 
understood that the Mutual Life of 
New York, in which he was insured for 
$11,000 with disability additions, will re- 
sist, too. Of this insurance Mitchell 
took out $10,000 a week or so before 
he was injured. At the same time he 
had a disability addition inserted in a 
$1,000 policy which he had been carry- 
ing in the company for some time. 

In a letter to W. H. Dorin, its gen- 
eral agent at Richmond, who sold 
Mitchell the accident policy, the Inter- 
state Business Men’s Accident advises 
him that it has notified Mitchell that 
im its opinion the injuries were self- 
inflicted and that it will resist payment 
of the insurance. 

Mr. Mitchell was an agent at Rich- 
mond for the Connecticut General at 
the time he obtained the policies. In 
April, 1927, he suffered the loss of two 
tngers in an automobile accident and 
collected from the Aetna Life for this 
injury. 





Sheridan Life Being Examined 


The Illinois department is now exam- 
ining the Sheridan Life of Evanston, 
Ill. This company has been in a rather 
peculiar position. Several prominent 
men at Evanston were induced to take 
‘tock. The promoter was Mercer E. 
Daniels. It seems that the capital 
stock was deposited at Springfield when 
4 company was licensed. Then some 
. culty was encountered in getting 
the surplus contributions transferred. 
As of Dec. 31, last, the annual state- 
ment showed as income the surplus 
‘rom sale of stock, $60,028: disburse- 
ps $30,028 ; mortgage loans, $30,- 
0; certificates of deposit, $70,000; bills 
and accounts receivable, converted into 
‘ash in 1928, $30,000; assets, $130,689; 
“abilities, none; capital, $100,000; sur- 
MUS, $30,689. 

ia): sutler, treasurer of the Sheridan 
Coe and an officer of the Iroquois Trust 
hap says that the Sheridan Life 
ne issue what he calls a “receding 
ne 1 Policy to protect installment buy- 
cee a units of trust investments. He 
—_ the term policy is the only one the 
pany will issue. The life company 
. Not yet ready to start business, but 
i. 1S expected that it will be three or 
‘Our weeks hence. The policy has not 


Yet been approved by the Illinois de- 
Partment, 





reporace L. Nixon, 53, New York Life 


_ at Indianapolis, Ind., died 





LIFE INSURANCE EDITION 





STAR SALESMEN GATHER 
FOR FIRST CONFERENCE 


ee 


CONVENTION IS EDUCATIONAL 





Leading Producers of Business Men’s 
Assurance Meet in Three Daily 
Sessions—Program Varied 





Three business sessions featured the 
annual meeting of the Business Men’s 
Assurance star salesmen held Aug. 16- 
18 at Glenwood Springs, Colo. A num- 
ber of prominent speakers were on the 
program, including Edward T. Taylor, 
United States congressman; Claris 
Adams, secretary American Life Con- 
vention; J. G. McQuarrie, commissioner 
of insurance of Utah, and officers of the 
B. M. A. Among the important sub- 
jects discussed were, obtaining business 
through the cooperation of old policy- 
holders, how to obtain the maximum of 
good will from pending and _ settled 
claims, obtaining favorable advertising 
without cash outlay and what the in- 
suring public expects of the life insur- 
ance man. 

This year’s meeting was the first con- 
vention of the club, of which O. K. 
Johnson is president. The convention 
was so programmed that the delegates 
obtained a maximum of education from 
it, but it was interspersed with such 
recreational events as a golf tournament, 
a tennis tournament, baseball game and 
a fishing contest and similar pleasures. 


Agents Win Yellowstone Trip 


DES MOINES, IA., Aug. 23.—As a 
reward for their production of a sub- 
stantial volume of business during the 
past year a large group of the Des 
Moines Life & Annuity agents left Des 
Moines Aug. 20 in a private car for a 
trip to Yellowstone Park. The sales- 
men were accompanied by J. J. Sham- 
baugh, president of the company. 

The Yellowstone Park trip will be fin- 
ished by Aug. 28, when the salesmen will 
return to Iowa and meet with the en- 
tire sales organization for their annual 
convention at Lake Okoboji, Ia. 

The Des Moines Life & Annuity 
Company has enjoyed a very substantial 
increase in business in force and assets 
the first eight months of 1928. 

At the Lake Okoboji meeting Prof. 
S. S. Huebner of the Wharton School 
of Finance, University of Pennsylvania, 
will be in charge of the educational 
work the second day. The third day 
will be in charge of Harold J. Cum- 
mings, assistant manager of agencies 
of the Minnesota Mutual Life. 


Company’s Sales Course Popular 


The standard correspondence course 
offered by the Kansas City Life for the 
use of its agents has been revised. The 
next class will start the last week in 
August. There are 75 advance enroll- 
ments to date. The company alsa of- 
fers a short introductory course in which 
300 agents are now enrolled and which 
170 have completed. In order to be 
eligible for enrollment in the standard 
course, the short course must have 
been satisfactorily completed. 

These correspondence courses are 
proving popular with the agents of the 
company. Both were written by Wal- 
ter Cluff, supervisor of instruction. 


“The man that flatly contradicts you 
may be right, but you like his manner 
scarcely better when he is wrong. Your 
prospect feels that way, too. Don’t be 
so positive about assertions to which 
he may not agree.” 


Walter T. Lawton, manager of the 
Atlanta branch of the Mutual Life, is 
leading the field at present in securing 
new members for the Atlanta Associa- 
tion of Lofe Underwriters. In one week 
he has sent to the president no less than 
seven new applications for member- 
ship. 








COULD YOU BUILD AND 
DIRECT A THRIVING 
GENERAL AGENCY IF 
CONNECTED WITH 
THE “RIGHT” COMPANY e 


ERE is the opportunity you have 

been looking for. An old, well-es- 
tablished, mutual company is in a position 
to offer the right man a most desirable 
general agency contract for Rockford. 


The right man will have the very highest 
type of insurance service to offer his agen- 
cy’s clients. He will have the direct and 
constant assistance of men who know how 
to develop successful general agents, for 
they have done it and are doing it all the 
time. 


In writing for further details of this un- 
usual opening, tell us in fullest confidence 
about your experience, your ambitions, 
your age and why you think you are the 
right man to build an agency of the high- 
est calibre. 


Address A. E. L., care Life Insurance 
Selling, 408 Olive Street, Saint Louis, 
Missouri. 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON MASS. 


Chartered 1835 Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 
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The Life Insurance Company of Virginia 
I871 57 Years of Existence 1928 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virgmia 
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Security of Legal Reserve Insurance 


security of legal reserve life in- 
has been so impressed on the 
that not 


possible 


THE 
surance 
public mind, people have 
thought it for a 
that kind to get into deep water. 
plight of the INTERNATIONAL LIFE 
the great publicity attending its affairs 
attention be- 
The novelty 


company of 
The 
and 
public 


have attracted 


cause of the unusual event. 


of the situation has been the factor that 
has attracted the newspapers. The 
Enid, Okla., “Morning News” in mak- 
ing editorial comment on the proposi- 
tion of life insurance ard the soundness 
of the legal reserve system in general 
says: 

Janks may be looted from the in- 
side and sent crashing into failure; 
industrial enterprises may be sold out 


and higher up manipulation; 
corrupted and 


by inside 
public officials may be 
the public money stolen—but how often 
of the wrecking of a life 
How many life 
go bankrupt, 
or in the or- 


hear 
company? 


do you 
insurance 
insurance companies 


either through dishonesty 


dinary course of commercial hazard? 
So few that such an incident is cause 
for unusual news attention. 

“The explanation of the situation 
probably lies in the fact that the whole 
fabric of the life insurance plan is 


woven on public faith. And the insur- 
ing fraternity has come to realize this 
to the end that faith is very seldom 
found to have been misplaced. Ob- 
people fear that the sup- 
sure creation of an _ estate 
the purchase of life insurance 
is not after all so sure, the business will 
suffer. Many a man who does not fear 
spectre of financial distress while 
he lives, draws back from putting his 
savings into a proposition that may not 
mean the independence he had wished 
to insure his dependents at his demise. 
business has to be 


viously, if 
posedly 
through 


the 


The life insurance 
honestly conducted as a whole, or it 
will cease to be a business. In recent 


years, the managing heads of life in- 
surance companies have become increas- 
ingly cognizant of the trust placed in 
them; and or even failure 
in the business has almost disappeared. 

“The Missouri incident is unfortunate, 
but rare. Even as it is, the chances are 
that will lose nothing. 
The industry afford to allow 
such a thing to come to pass. It is for- 
that the average man, destined 
leaving nothing but his life in- 
surance to his family, can hold near- 
absolute the certainty of the 
payment of his policies.” 


dishonesty 


policyholders 
cannot 


tunate 
to die 


faith in 


Life Departments in General Agencies 


latest important develop- 
field operations, 
the establishment of life 
departments in general insurance agency 
some men 


the 
ments in life 


ONE of 
insurance 
autonomous 


is believed by 
for 


organizations, 
gaining 
organizations the benefits originally ex- 
This obtains almost 


exclusively in 


not to be some of these 
condition 
general 
organizations life 
brokers that maintain a large degree of 
independence of the central manage- 
as distinct from life salesmen who 
under control of a life de- 
and work 


regular commission basis, 


pected. 
those insurance 


whose salesmen are 


ment, 
are directly 
partment who on 
the 
agents working out of an office devoted 
to life 

Many of oflice 
efforts the 
writing any line available, and too 
have or have not 


manager 
as do the 
insurance only. 

scatter 
insurance 


these brokers 


their over entire 
field, 
often whether they 
acquaintance 
do their life insurance selling in 
left-handed manner as they 


with the result that 


proper with a given line. 
They 
the 


do all their selling, 


same 


seldom do sell to clients of the 
as much as many of them would 
buy, and also seldom do they sell the 
kind of coverage the clients need. 

Life men who are highly trained in 
the ss know that successful sell- 
ing effort in the field requires concen- 
thought. Much of 
effort of companies is 
toward making agents cease 
working diffusely. Experience has 
taught that close cultivation—concentra- 
tion to the exclusion of all other selling 
interests—results in the greatest bene- 
the agent and 


they 


othce 


busine 


tration and much 
the 


directed 


educational 


fits to the policyholder, 


the company. To stay on the books, 
business must be properly sold, and 
proper selling supposes full acquaint- 


ance with the kind of covers available 
and full realization of the policyholder’s 
importance in the sales transaction. The 
kind of knowledge and the type of men- 
necessary for this work are too 
found in the broker type 


tality 
infrequently 
of salesman. 

The other half of the story is that 


the autonomous life departments in 
general insurance agencies, departments 
staffed by full-time life men, are mak- 
ing headway in the life field and justify 
their establishment with production. 
One of the largest life organizations of 
recent creation is that in the JoHNSoN 
& Hiccins general insurance agency. It 


represents the PrupenTiAL and_ the 


ALTHOUGH the objection of women to 
life insurance has been greatly reduced, 
occasionally an agent encounters the 
hostile influence of the wife. This is 
largely because she as beneficiary does 
not understand the fact that her hus- 
band is creating an estate for her benefit 
and is not adding to the expense of the 
household. When a man takes out in- 
surance he frequently tells his wife that 
he has secured a policy. She does not 
look upon the transaction as a construc- 
tive one, but simply regards it as an 
additional expense to probably a well 
burdened household budget. If she 


Home Lire of New York, and is headed 
by Geratp A. Evusanx, formerly of 
Hart & Evupank of New York. The 
Jounson & Hiccins and a number of 
other similar life departments are mak- 
ing good headway, and are expected to 
make more as good life agents are won 
over to the idea of working in such 
departments. 


Women Beneficiaries Need Educating 


found that her husband had purchased 
some security she would not object. 
Seemingly she has not been educated to 
comprehend just what life insurance 
means. If a woman objects to her hus- 
band creating an estate by means of life 
insurance it simply indicates that she 
has a wrong conception of the function 
of life insurance. It is not an additional 
expense to the household any more than 
the purchase of some very valuable se- 
curity is an expense. It is a sinking fund 
for the benefit of the household all along 
the way. These points should be made 
clear in every sale. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 











A. F. C. Fiske, vice-president of the 
Metropolitan Life and a son of Presi- 
dent Haley Fiske, is said to be one of 
the organizers of a new bank in process 
of organization in New York, one of the 
largest to be put in action. It is re- 
ported the bank will have capital and 
surplus of $50,000,000 and some of the 
outstanding financiers of New York are 
believed to be connected with it. Such a 
move would be in sharp contrast with 
recent tendencies towards consolidations 
and mergers and it has been some time 
since a new banking institution of large 
proportions has been added to Wall 
street. 

Edward Maher, a member of the 
agency staff of the Old Line Life of 
Lincoln, Neb., died suddenly at his home 
in that city. Ten years ago he joined 
his brothers, John G. Maher, president 
of the Old Line Life, and Blake Maher, 
superintendent of agents and secretary, 
in operating its business. 


Phillip M. Childs, first assistant sec- 
retary of the Columbian National Life, 
recently visited the Seattle agency, 
from which point he went on to Cali- 
fornia, accompanied by C. T. Abel, 
coast superintendent of agencies. 


The Reinsurance Life of Des Moines 
celebrated its 10th anniversary Aug. 18. 
R. M. Malpas, the president, is well 
known to life insurance executives the 
country over. He has built up a splen- 
did business for the company. Its as- 
Dec. 31 were $1,760,000 and sur- 
plus $1,000,000. It had insurance in 
force $61,849,922 on that date. It has 
operated conservatively and has built 
up a very fine clientele. 


sets 


Fred G. Wolfinger, assistant secre- 
tary of the Central Life of Des Moines, 
started his 21st consecutive year of 
service with the company Monday. A 
large basket of flowers, the gift of Cen- 
tral Life home _ office’ associates, 
adorned his desk. 

Mr. Wolfinger started work with the 
Central Life in 1908 as a clerk in the 
bookkeeping department. In addition to 
his work as assistant secretary, Mr. 
Wolfinger is now in charge of person- 
nel of the company. which has about 
200 employes in the home office. 

Mrs. H. E. Sharrer of Hammond, 
Ind., wife of Dr. H. E. Sharrer, presi- 
dent of the Northern States Life, died 





at her home last week. She had been 
in failing health for some time, but her 
death came as a shock. Dr. and Mrs. 
Sharrer were married June 11, 1903, at 
Evanston, Ill. She was born at Troy, 
Kan., May 24, 1874. Aside from Dr. 
Sharrer, Mrs. J. M. Hart, her daughter. 
survives. Mrs. Sharrer was well known 
in her community, taking an active part 
in the Hammond Woman's Club, Alice 
Club and other organizations. She had 
accompanied Dr. Sharrer to the annual 
meetings of the Imperial Shrine Coun- 
cil for 20 years and was one of the best 


known women in attendance at these 
gatherings. Funeral services were held 
at the home last Thursday. 


W. Scott Boyenton, superintendent 
of agencies of the Ohio State Life, spent 
his vacation at his old home at Nor- 
folk, Va. He was accompanied by his 
two daughters. 


Dr. William R. Ward, medical direc- 
tor of the Mutual Benefit Life, has re- 
turned from a two weeks’ visit in Soviet 
Russia, greatly thrilled by his close 
personal study of the new order o! 
things in that country. He greatly er 
joved the visit and found Russia a coun- 


try of mental exhilaration. 
On Aug. 27 the . staff of the Darby 
A. Day agency of the Union Centra 


Life in Chicago will celebrate Mr. Day’ 
51st birthday with a party in the agenc) 

offices. It is likely that the event © 
the evening will be a testimonial dine’ 
to Mr. Day. According to present plans. 
dancing in the agency auditorium W! 


follow the dinner. 

E. D. Shepherd | of Houston, Tex 
general agent for the Union Centra’ 
Life, has been appointed a member ° 
the Houston school board. Each yea 
Mr. Shepherd awards scholarships © 
honor students of Houston. He 15,3 
past president of the Houston Li 
Underwriters’ Association. 


James Cravens, hen of the Crave 
Dargan & Co., gene ral agency of Hous 
ton, Tex., who is also pre sident of t 
American Provident Life, and his 14 
ilv are spending the summer in Cal! 
nia. 

H. Victor Cawthra, president of t! 
Crown Life of Toronto, died sudden . 
last week, following a heart attack. 


Cawthra was 62 vears old and was 





distinguished figure in Canadian financt 
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LIFE AGENCY CHANGES 

















NORTHWEST CHANGES MADE 

Oregon Territory Revamped and Gen- 

eral Agency Changed from Part- 
nership at Buffalo 








H. N. Cookerline, who has been gen- 
eral agent for the Northwestern Mutual 
Life, Milwaukee, at Albany, Ore., has 
retired from that position in order to 
devote his entire time to personal pro- 
duction. He will remain with the com- 
pany as special agent, operating in Ben- 
ton, Linn and Lincoln counties, and will 
maintain his headquarters at Albany. 
He has been with the company for 34 
vears. 

He is succeeded by L. F. Larson of 
Portland, Ore., who has offices at 1309 
American Bank building. The _terri- 
tory covered by the general agency in- 
clude the counties of Benton, Coos, 
Curry, Douglas, Jackson, Josephine, 
Klamath, Lake Lane, Lincoln, Linn, 
Marion and Polk. 


Revamp Oregon Territory 


The home office has also announced 
that the counties of Baker, Harney, 
Malheur, Union and Wallowa in Ore- 
gon, are now a part of the Boise, Ida., 
general agency, in charge of F. A. 
Crooks at Boise. The territorial boun- 
daries have been adjusted in Oregon 
and Grant and Umatilla counties have 
also been added to Mr. Crooks’ agency. 
These two counties have formerly been 
in the Cookerline general agency. 

The Northwestern Mutual Life also 
announces that the general agency of 
pare & Allen has been formed at 

Buffalo to take over the business of 
E. Crouch. Mr. Crouch has been one 
of the most successful and outstanding 
general agents of the company and he 
is taking into partnership with him, 
Peter T. Allen, who has been in the 
Crouch agency since Oct. 29, 1925, as 
supervisor and doing organization work. 





NEW BANKERS’ NATIONAL MEN 





Several Appointments in Agency Ranks 
Announced By Jersey City 
Company 
JERSEY CITY, N. J., Aug. 23.—Sev- 
eral appointments are announced by the 
Bankers’ National Life of Jersey City. 
George L. Maxwell, formerly a district 
manager for the Indianapolis Life, a 
trustee of Valparaiso University and a 
past director of the Indiana Chamber of 
Commerce, has joined the Indiana office 
and is making his headquarters in La- 
iayette. Andrew T. Sotes, a man of sev- 
eral years’ experience in the life insur- 
nce business, has been put in charge ot 

the office at Portland, Me., and will - 
velop Maine business. He has ~ oo 
named several agents. Felix J. Stasin- 
ski has been appointed general agent at 
say City, Mich. He was formerly with 
the Agricultural Life and the Detroit 
Life and is well acquainted with the 
Michigan field. Frank L. Gwizdala, for- 
mer postmaster of Bay City, Mich., and 
also superintendent of finance for the 
city, ey also joined the Bay City office. 
F, . Dilworth, for 12 years state la- 
or commissioner in Michigan, now a 
candidate for sheriff, has also joined this 
organization in Bay City, to have a sep- 
arate office as branch manager. Morti- 
mer F. Mehling has been named general 
agent at Cleveland, O. Mr. Mehling has 
ten in the textile business prior to this 
year and in general insurance this year. 
H J. Clark of Portsmouth, O., is also 
new general agent for the company. 
Thornton has heen annointed gen- 
! agent at Lynchburg. Va. He has 
heen a successful producer for the Con- 
cticut Mutual Life and prior to that 
Was successful in several other sales 
Fa) ~ ~ 
elds. Charles G. Garnette has been 
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appointed general agent at Charleston, 





—_ aes; iia 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Compantes 
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W. Va. He has been in the general in- | A. Van Alst, Jr., under the name of might be relieved of agency organiza- | have been appointed general agents of 
surance business for several years. Wil- | Van Alst & Wendt, general agents for | tion and development work. Ralph N./} the Northwestern National Life for 11 

McCord, who has conducted a separate Kansas counties. Their headquarters 


liam D. Vavelaar has been appointed 
special agent at Paterson, N. J. He has 
had several years’ experience in the bus- 
iness. 





Kullman & Trowbridge 


A. F. Kullman, district agent for the 
Mutual Life of New York at Sheboy- 
gan, Wis., has taken Earl F. Trow- 
bridge into partnership with him and 
the district agency will be operated un- 
der the name of Kullman & Trowbridge. 
Mr. Trowbridge has been in the life 
insurance field prior to his becoming a 
partner with Mr. Kullman. The district 
agency is under the supervision of the 
Milwaukee branch, of which Gifford T. 
Vermillion is manager. 


Paul R. Wendt 


Paul R. Wendt has been appointed 
general agent for the Berkshire Life in 
New York, opening the fourth general 
agency for the company in that city. Mr. 
Wendt is one of the prominent New 
York Life underwriters. He was for- 
merly a member of the general agency 
firm of Hoey, Ellison & Wendt, New 
York representatives of the Equitable 
Life of Iowa. He resigned that con- 
nection early this year to join Robert 





the Berkshire. He is now opening a 
separate office for the company, to be 
located in the Pennsylvania building. 





Arthur Adams 


Arthur Adams of Omaha has been 
named as manager of a new agency of 
the Aetna Life at Scottsbluff, Neb. 
Charles Lyman of Gering will be asso- 
ciated with him in the conduct of the 
agency. 


Frank L. Sveska, Ed Acres 


The Mutual Trust Life has appointed 
Ed Acres, formerly with the Travelers 
as field assistant, general agent in 
western Washington. Frank L. Sveska, 
whom he succeeds, has gone to Detroit, 
where he has gone into a partnership 
with Paul Stewart as general agents 
for the company, 


C. S. Montgomery, R. N. McCord 


Chas. S. Montgomery, for the past 23 
years general manager for the National 
Life of Vermont in southern California, 
with headquarters in Los Angeles, has 
resigned that position but will continue 
to represent the company as a personal 
producer, with the title of manager. 
This action was taken in order that he 





general agency for the company in Los 
Angeles for the past two or three years, 
has been appointed general manager, 
following the resignation of Mr. Mont- 
gomery. 


Guy D. Doud 


Guy D. Doud has leased quarters in 
the new American Commercial & Sav- 
ings Bank building at Davenport, la., 
to open a district agency for the Sun 
Life of Canada. Mr. Doud was for- 
merly associate general agent for the 
Provident Mutual Life at Davenport. 


W. J. Cardwell, J. M. Wiggington 


Due to ill health, W. J. Cardwell, gen- 
eral agent for the Provident Mutual 
Life in Lexington, Ky., for the past 
three years, has retired from active serv- 
ice and J. M. Wiggington will assume 
charge of the agency. Mr. Wiggington 
has been a partner with Mr. Cardwell 
in the agency for two years. Mr. Card- 
well and wife will spend the winter in 
California, 





Goering Brothers 


Herbert A. and Albert A. Goering, 
doing business as Goering Brothers, 











In Iowa—write to 
F. C. Crowell, Supervisor 
342 Insurance Exchange 
Des Moines, Iowa 


— Write! 


Insurance Company 
MADISON, WISCONSIN 


Oppor tunities open for 


Managers in: 


Minnesota— 
lowa— 























will be at Moundridge. Their territory 
extends from McPherson county south 
and includes the cities of Newton and 
Wichita. The brothers, both young 
men, have been in the insurance business 
for several years. Both are able organ- 
izers and producers. 


Harold Darling 


Harold Darling, head of the Terminal 
Agency, Ltd., of Vancouver, has been 
named as British Columbia general 
agent for the Mutual Life of New York. 


A. F. McGuire 


The Royal Union Life announces the 
appointment of A. F. McGuire as state 
agent for Arkansas. Mr. McGuire is 
well known in the southwest as a capa- 
ble personal producer and organizer. 
His offices will be established at Little 
Rock. 


Foster, Moothart & Welch 


Foster, Moothart & Welch, Browns- 
ville, Tex., have been appointed dis- 
trict managers for the life department 
of Cravens, Dargan & Co., of Houston. 
representing the Northwestern National 


Life. Mr. Welch is manager of the life 
department of the firm. 
William Waddle 
William Waddle, with the Occidental 
Life for many years as sales superin- 
tendent, which position he resigned 


about a year ago to engage in personal 
production for the same company, has 
formed a connection with his brother, 
M. M. Waddle, manager at Los Angeles 
of the southern California and San 
Joaquin Valley agency for the Ameri- 
can National of Galveston, ordinary de- 
partment, as a special representative. He 


is widely known in this field as a big 
writer, particularly in the San Joaquin 
Valley. 


Life Agency Notes 


Ben Pruitt of Columbus, Ind., has taken 
over the agency of that district for the 
Lincoln National Life, succeeding the 
late Howard J. Tooley, who died some 
weeks ago. 

Fred C. Williams, former president of 
the Lincoln Life Underwriters Associa- 
tion and for a number of years a mem- 
ber of the agency staff at Lincoln of the 
New England Mutual, has resigned to 
enter another business field. 

Thomas L. O’Hern and Wade J. O’Hern, 
formerly manufacturers of millinery in 
Indianapolis, have joined the local staff 
of the Connecticut Mutual Life in In- 
dianapolis. They will specialize on in- 
come, business and endowment deferred 
annuity contracts. 


WRITES LARGE GROUP POLICY 
Metropolitan Life Closes Contract for 


$25,000,000 on Jones & Laughlin 
Steel Corporation 


NEW YORK, Aug. 23.—Another 
large group policy has been closed by 
the Metropolitan Life, $25,000,000 life 
and $25,000,000 disability having been 
written on the 25,000 employes of the 


Jones & Laughlin Steel Corporation and 
subsidiary companies. This is the larg- 
est policy written this year by the Met- 
ropolitan Life except for the huge 
$400,000,000 line written on General 
Motors last month. It adds to an al- 
ready record year and promises a gigam- 
tic total for the year end report. The 
policy written in this case is contribu- 
tory, both employees and employer 


sharing in the cost. There is a life pol- 


icy for $1,000, with disability clause, 
disability death benefit of $1,000 and 
sickness or accident benefits of 31° 
weekly for 13 weeks. Those taken 11 
through this group are located in all 


sections of the country, 15,000 in Phila- 
delphia territory and the others in Bos- 
ton, Buffalo, Chicago, Cincinnati, Cleve 
land, Denver, Detroit, Los Angeles. 
Memphis, Milwaukee, Minneapolis, New 
York, Pittsburgh, St. Louis, San Fran- 
cisco, Seattle and Washington. 
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Tell Me—ts 
Ad! 





—_ 
My “Boss” said | 
twas... . but, I’m 
going to “leave it to 
you.” 
| 
| 
| 
| 


You're not going to 
write Insurance for any 
Company, unless they 
have what you want, 
and know you need, 
are you? 


Of Course, We Have 


“Everything 
Under the 


Sun” 


. And then some, 
for instance . 


. Non-Medical 

. Monthly Premium 
Juvenile Policies 

Payor Insurance 

Salary Savings 
Participating 

. Non-Participating 

. Sub-Standard 

. Female Insurance 

. Sales Promotion Dept. 
. Educational Course 

12. Direct Mail Advertising 
13. Salesman’s Folio 

14. School for General Agents 
15. Accident and Health 
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Abraham Lincoln Life 
Insurance Company 


SPRINGFIELD, ILLINOIS 


Qn 


H. B. HILL, President 
F. M. FEFFER, Vice-President 























This a “Rotten” 
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PHILADELPHIA COURSE GIVEN 





Two Agencies Are Back of the Move- 
ment to Give Instruction in 
Life Insurance 





PHILADELPHIA, Aug. 23.—An 
advertisement in the daily papers car- 
ried the announcement of a radical 
departure in life underwriting—the for- 
mation of the Philadelphia Institute of 
Life Underwriting. There are a number 
of life insurance courses being given 
today throughout the country but the 
course to be presented by the Philadel- 
phia Institute differs from the others in 
that it will not be a series of lectures 
but will be an intensive course in “in- 
telligent life underwriting.” 

It will not deal much with theories 
nor with the technical angle of life in- 
surance, but instead will be devoted 
mainly to practical training in life insur- 
ance salesmanship. 

The advertisement is written to three 
types—the man who “has made good 
but seeks a larger field for his proved 
ability;” the man “at present in a line 
where the compensation is not commen- 
surate with his qualifications;” and the 
man “on the threshold of his business 
career, with good educational and social 
background.” 

Two of America’s leading life com- 
panies, at their own expense, have 
joined in establishing a school to fit men 
for this professional work. The faculty 
is headed by experienced underwriters: 
James Elton Bragg, formerly member 
of the faculty of New York University; 
A. Rushton Allen, practical life insur- 
ance organizer and member of the par; 
Sigourney Mellor, one of the nation’s 
leading underwriters. 

School will open Oct. 1. Classes 
after business hours. 


Backed by Two Agencies 


The new institute is being backed by 
the Mellor & Allen agency of the Home 
Life and the James Elton Bragg agency 
of the Union Central. Mr. Bragg, who 
was one of the leading educators in the 
country before entering the life insur- 
ance field, is now at work mapping out 
the curriculum for the year which will 
end at Christmas. The course will be 
run as a preliminary to the University 
of Pennsylvania life insurance course at 
the Wharton School and Dr. S. S. 
Huebner has offered his aid to the Phil- 
adelphia Institute. 

The first class, it is hoped, will be 
limited to 50 students. Not everyone 
applying will be accepted, as it is the 
hope of the sponsors of this movement 
to find for life insurance a class of men 
of the highest type. Five or ten schol- 
arships will be given to the University 
of Pennsylvania. 


Three Main Teachers 


Classes will be held three times a 
week. The salesmanship end of the 
course will be handled by Sigourney 
Mellor. Mr. Bragg will be the educa- 
tor and will also handle some of the 
technical points of life insurance. Rush- 
ton Allen, who last week was admitted 
as a member of the bar of Pennsylvania, 
will be given the rest of the work. To 
fit himself for the problems of life insur- 
ance trusts, Mr. Allen studied law and. 
as the Philadelphia Institute is designed 
to turn out agents fitted to meet the 
new life insurance problems, it can be 
seen that his legal training will play an 
important part in the course. 

While the institute course will fit the 
student to go out and write life insur- 
ance, those graduates who seek a more 
thorough academic knowledge of the 
business will be invited to apply for 
scholarships to the University of Penn- 
sylvania course presided over by Dr. 
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The Old Faithful Club 


EMBERS of MUTUAL TRUST’S Old Faith- 
ful Club are now making ready for their 
annual outing. Last year it was a tour of Yellow- 
stone National Park. This year it is four wonder- 
ful days on beautiful Lake Bemidji up in Minne- 


“ten thousand lakes region.” 


These men will tell you what it means to be asso- 
ciated with MUTUAL TRUST—what it means to 
be with a Company officered by men who have 
spent their apprenticeships in the field—what it 
means to be with a Company that understands the 
fieldmen’s problems. 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 


cAs Faithful as OLD FAITHFUL" 






































Huebner. 





The Same Problem 


Accident and life insurance meet differ- 
ent phases of the same problem. 
cannot intelligently recommend the one 
without a knowledge of his client’s hold- 
ings of the other. 

Connecticut General men prosper by 
supplying both plans of protecting, earn- 
ing power. 

Send for new set of helps in selling ac- 
cident insurance. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


An agent 
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HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
err way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
limes below and_ send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


Name 


ee ee 


Address 


110 S. Dearborn St. 
Chicago 










Help! Help! 


Great Northern Life 


Insurance Company 











IN THE MISSISSIPPI VALLEY 

















INSURANCE LEADERS NAMED 





Prominent Men in Business to Serve 
in Kansas Legislature at Next 
Session 





TOPEKA, Kan., Aug. 22.—Insurance 
legislation ought to be given some real 
consideration in the 1929 
the Kansas legislature. 
known insurance men in the state have 
been nominated by the Republicans for 
house and senate positions and, as their 
districts are strongly Republican, it 
would appear reasonably certain that 
they will be elected and will likely head 
the insurance committees of the two 
branches of the legislature. 

H. K. Lindsley, president of the Farm- 
ers & Bankers Life of Wichita, has been 
nominated for the senate. He is an ex- 
perienced legislator, having served two 
terms in the house and has been chair- 
man of the house insurance committee. 
Holmes Meade has been nominated for 
the house in one of the Topeka legis- 
lative districts. Mr. Meade has been the 
manager of one of the largest fire and 
casualty agencies in Topeka for many 
vears, starting in as an agent without 
an office and building the business into 
one of the best in the state. 

Those who are most conversant with 
political affairs in connection with the 
insurance department expect to see a 
complete cleaning out of the department 
when Charles F. Hobbs goes into office 
next January. Mr. Hobbs beat John 
Smith, assistant commissioner, for the 
Republican nomination for insurance 
commissioner in the primaries early this 
month. Mr. Hobbs has been actuary 
for the department for many years and 
ran against Commissioner Baker six 
years ago. Nearly every employe of the 
department was supporting Mr. Smith 
for the nomination. The Republican 
nomination is regarded as equivalent to 
an election. 


Mothers’ Pensions and Insurance 


A ruling by Secretary Frost of the 
Nebraska state welfare department has 
created some interest in insurance cir- 
cles. It is to the effect that approval 
will be withheld of the use of any part 
of the money paid as mothers’ pensions 
for the purchase of any new insurance 
on the wage-earner of the family. The 
department approves of the use of what- 
ever sum is reasonably necessary to 
maintain insurance already in effect 
when the pension award is made, the 


session of | 
Two of the best | 








test being whether it is properly pro- 
portioned to the then existing means 
of the family. Approval of endowment 
policies is withheld, those of ordinary 
life being preferred, as the insurance 
should be carried for the protection of 
the family rather than to save money 
for the future. Judge Frost is vice- 
president of the Midwest Life of Lin- 
coln, and was one of its founders. 





Plan “Speakerless” Banquet 


A banquet which will be a “speaker- 
less” one, in that no set speeches are 
to be given, is to be featured at Wis- 
consin’s Insurance Day, 24, accord- 
ing to John A. Keelan, president of the 
Insurance Federation and general chair- 
man of the event. It is an innovation 
in banquets, and those in charge of in- 
surance day believe it will be appreciated 
by those attending. 

James V. Barry, vice-president of the 
Metropolitan Life, will be toastmaster 
at the banquet, and a nationally known 
humorist is to be engaged for it. There 
will also be a surprise feature which will 
not be made known until the banquet. 


“ 





Fohr Agency Plans Air Tour 


While agents of the Louis J. Fohr 
general agency of the Connecticut Mu- 
tual Life were on an outing on Lake 
Michigan last Thursday afternoon as 
guests of Mr. Fohr it was announced 
that another unique outing is planned. 
Mr. Fohr has started a production con- 
test that is to end the last day of Sep- 
tember. Those who qualify for the trip 
will be taken for an air tour over Chi- 
cago as guests of the agency. It is the 
plan to charter two tri-motored planes, 
probably in the N. A. T. line, and spend 
the better part of an afternoon looking 
at Chicago from the top. 





J. F. Branton Agents Meet 


J. F. Branton, Minnesota state man- 
ager of the Central Life of Iowa, en- 
tertained the Minnesota representatives 
and their families at the annual meet- 
ing of the Minnesota agency Aug. 17- 
18. President T. C. Denny and George 
T. Carlin, educational director, were 
present from the home office. Presi- 
dent Denny reported the company in the 
best financial condition in its history, 
and announced a very substantial in- 
crease in dividends for next year. Mr. 
Carlin conducted a school of instruc- 
tion. This gathering proved to be the 
most profitable and enjoyable of any 
of the annual meetings yet held. 











IN THE SOUTH AND SOUTHWEST 














M’REYNOLDS FORMER AGENT 





Kentucky Career Causes Interest in 
His Connection With Interna- 
tional Life 





Insurance men were interested in the 
interview of B. O. McReynolds sent out 
last week in connection with the In- 
ternational Life deal in which he told 
about securing control of the life com- 
pany with President Roy C. Toombs. 
It is stated that Mr. McReynolds en- 
gineered the deal. He was formerly a 
local agent at Hopkinsville, Ky., where 
he operated the Giant Insurance Agency. 
Serious accusations were brought 
against him and_ indictments were 
pending. Before conviction Governor 
Morrow pardoned him and he re- 
established himself in St. Louis. His 
activities in Hopkinsville involved the 
First National Bank of that city as it 
guaranteed previous endorsements on 
drafts. There were some startling rev- 
elations made as to losses occurring in 
his agency. 








LAMAR LIFE AGENTS’ CRUISE 





Make Caribbean Tour and Hold Busi- 
ness-Educational Meetings on Ship— 
Company Officials Preside 





Agents of the Lamar Life of Jackson, 
Miss., who are members of the com- 
pany’s “All Star Club” were taken on 
a cruise of the Caribbean Aug. 15-24. 
H. S. Weston, president of the company, 
presided at the first day’s session aboard 
ship. The introduction of club members 
and guests was handled by C. W. Welty, 
vice-president and general manager. 

The first business meeting was held 
on the second day. Among the sub- 
jects were “The Company’s Growth and 
Strength” by C. W. Welty; “Plans fo 
Nonmedical Business,” by Dr. J. O. 
Segura, medical director. In the after- 
noon the new rate book, rules relating 
to policy deliveries, features of new and 


revised policies, double indemnity and 
disability benefits and juvenile policies 
were discussed. 


On Aug. 17 the party arrived at and 








NORTHWESTERN 
NATIONAL NEWS 


—_ 


This column contains 
condensed news items 
from the weekly news- 
one d published for 

lorthwestern National 
Life agents. 


a, 


New Club to 
Boost Repeat 
Sales Started 


To Be Called “Repeaters’ 
Club”—First Standings 
September 7 











g= 


A new producer’s organization to 
be known as the “Repeaters’ Club,” 
will make its first appearance in the 


September 7 issue of the News. 


The object of the Repeaters’ Club 
will be to give prominence to those 
agents who are most successful in 
writing business on the lives of old 
policyholders. 





Twenty-five 
Agents Have 
Zero Ratios 


July Figures Indicate Effec- 
tive Conservation Work 


That the efforts of Northwestern 
National agents to improve their 
lapse records are continuing to bear 
fruit is strongly substantiated by the 
lapse ratio figures for July, which 
was the first month in the new contest 
year. Twenty-five agents have zero 
lapse ratios both for numbers and 
amount, as compared with fourteen 
for January, which was the first 
month in the conservation contest con- 
cluded June 30. 


Goering Bros. Get 
Kansas Territory 


Fine Volume of Business Ex- 
pected from Start From 
New Agency 


Herbert A. Goering and Albert A. 
Goering, doing business as Goering 
Bros., General Agents, have been ap- 
pointed general agents for eleven 
counties in the State of Kansas. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis.Mi 
STRONG capelsMinn. | IBERAL 
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OUR AGENTS’ WORKING TOOLS 


Participating 
Non-Participating 
Sub-Standard 


Preferred Risk 
Pay Roll Deduction 


Monthly Premium 
Policies for Women 
Child’s Educational 
Juvenile Policies 
6% Guaranteed Income 
Life Income 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 





Openings for agents in the following territory: Ala., Ark., Ariz., 


Cal., Colo., D. C., Fla., Ga., Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. 


For additional information, write direct to: 


W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD | 
LIFE INSURANCE COMPANY 


JULIAN PRICE, 


GREENSBORO, 
North Carolina 


OVER 325 MILLIONS IN FORCE 


President 











In Step With the Times 


During the foundation-laying period of life insurance, 
emphasis was laid solely on family protection—the death 
aspect. Experience had not taught us that we had a 
wondrous economic instrument for the use of the living— 
that we are success-bringers as well as death-indemnifiers. 
Life insurance is steadily rising to its full use and oppor- 
tunity in this era of business development, and is showing 
itself as a strong right arm for the builders of business. 
Also it supports and helps to bring to completion, during 
his lifetime, the plans of the individual insurer. 


Penn Mutual representatives, through their training, 
receive the new vision, thereby serving more effectively, 
with commensurate profit to themselves. We have places 
for men and women of industry, ambition, and ideals. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 
Founded 1847 

















A PLAIN STATEMENT 


While gratified by the larger increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time 
program of development consisting of— 


lst—Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual sav- 
ings to which this plan of operation entitles 
them. 

2nd—The building of a high type of sales or- 
ganization capable of dealing with the 
business and professional men who make 
up this Preferred group. 

3rd—The training through personal instruction 
and group conferences of its Managers and 
General Agents in the essentials of sales 
management so they may successfuly re- 
cruit and train this better class of sales- 
men. 


We believe this program will not only secure the 
continued sound growth of the Company but will 
createa most unusual opportunity for those 
associated with it. 


HOME LIFE INSURANCE COMPANY 
Ethelbert Ide Low 


President 


256 BROADWAY, NEW YORK CITY 


On Agency Matters Address: 
James A. Fulton 


Supt. of Agents 














A Policy You Can Sell! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Any natural death ..........44.. $ 5,000 
Any accidental death ........... 10,000 
Certain accidental deaths ....... 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks 
$25 per WEEK thereafter 
(non-cancellable ) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high 
value—low premiums; age 35, $19.91 per 
$1,000. Endowment Age 85—Juveniles age 
10 years and upward — Monthly Income — 
Non-medical. 


Insures and assures your client’s future 
and yours. 


Are you interested in an agency? Our Vice-Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct . . . and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


Concord New Hampshire 
| Inquire! — 
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Compaty 
> General Agent Wanted 


In Ohio 


Ohio has: Over six million people. 

Six hundred fifty thousand families with tele- 
phones. 

One million two hundred and fifty thousand 
automobiles. 

The total county wealth factors of Ohio represented by 

manufactured, mine and fishery products, crops and live 

stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 

prosperous farming, manufacturing, merchandising and in- 

dustrial section. 

Territory affected less by adverse business conditions than 

perhaps any other section in the United States. Prospects 

in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 

seeks promotion. For information write: 


The Ohio National Life 


Insurance Company 
Cincinnati, Ohio E. E. Kirkpatrick 
Sup’t of Agents 





. 


T. W. Appleby 
President 


























YOUR OPPORTUNITY 





Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address D-33 
Care The National Underwriter 
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Question: 


Answer: A General Agent will be chosen soon for the 
established Omaha Agency as well as for going 
Ask us 
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Agent? 





. LNL Offices in several other key cities. 
ri about it! 


== 


The LINCOLN iNATIONAL 


LIFE INSURANCE COMPANY 





“Its Name Indicates Its Character’’ 
Ge SCFORT WAYNE, INDIANA 


More Than $550,000,000 in Force 


What city in Nebraska offers a big oppor- 
tunity for a Lincoln National Life General 














made a tour of Havana, Cuba. On the 
day following the delegates made a tour 
of Morro Castle and at noon sailed for 
Tela, Spanish Honduras. In the after- 
noon a business meeting on the general 
theme “Ethics of Life Underwriting” 
was held. Religious services were held 
aboard ship Sunday morning and a busi- 
ness meeting for managers and general 
agents was held later in the day. The 
party sailed for New Orleans Aug. 21. 
In the afternoon a business meeting on 
shipboard was presided over by W. D. 
Owens, secretary of the company. An- 
other business meeting was held Aug. 
22 and still another Aug. 23. 


MAKE INSURANCE 
Speakers Are Announced for Kentucky 
Gathering to Be Held in Louis- 
ville Sept. 12 





DAY PLANS 





LOUISVILLE, KY., Aug. 22.—In- 
surance leaders of Louisville and the 
state have been busy for several weeks 
in planning Kentucky Insurance Day, 
Sept. 12, during the Kentucky State 
Fair. Plans call for a tent meeting of 
all classes of insurance men at the State 
Fair and a banquet at the Brown Hotel 
in the evening. 

Exhibits of fire equipment and fire 
prevention and life conservation films 
will be shown to the public at the fair 
grounds without cost throughout the fair 
week of Sept. 10. On Sept. 12, there 
will be a pageant participated in by the 
Louisville fire department, and a com- 
parison of modern fire fighting appa- 
ratus with that of the early days. 

At the banquet talks will be heard 
from G. E. Turner, general counsel of 
the Casualty Information Clearing 
House, Chicago; James Victor Barry, 
vice-president of the Metropolitan Life; 
a representative of the National Board 
of Fire Underwriters, yet to be selected, 
and Charles M. Howell, insurance at- 
torney of Kansas City, who nominated 
Senator James A. Reed of Missouri for 
the presidency. Shelton M. Saufley, in- 
surance commissioner of Kentucky, will 
probably preside over the meeting, as 
he was instrumental in starting the 
movement for an insurance day in the 
state. Fred D. Diehl of the Liberty 
Fire, Louisville, is one of the active 
workers in the moveiment, and Leo 
Thieman, secretary of the Louisville 
Board, has lent much assistance. 





National Security’s Progress 


The National Security Life of Wich- 
ita Falls, Tex., completed its 12th month 
of actual business in July. More than 
$750,000 in applications were received 
without any contest or bonus offer and 
this business was produced entirely by 
the agents of the company, who have 





established records each month for 
7 months, according to Henry Camp 
Harris, active vice-president and agency 
manager. 

The National Security has issued in 
excess of $400,000 in August. 





American Provident Convention 


The American Provident Life of 
Houston, Tex., held its second annual 
agency convention Aug. 16-17. Agents 
from all sections of Texas gathered at 
the home office for the two days of 
business and pleasure that made up the 
convention program. 

Although the American Provident jis 
less than two years old, it is showing a 
fine business growth, with a good quan- 
tity as well as a good quality of busi- 
ness, according to Price K. Johnson, as- 
sistant secretary and superintendent of 
agents. 





United Fidelity Figures 


The semi-annual statement of the 
United Fidelity Life of Dallas shows in- 
surance in force $26,194,351 as compared 
with $24,446,557 Dec. 31. Its assets are 
$1,733,226, capital $250,000, net surplus 
$63,578. D. E. Waggoner is president 
of the company. 





Protective Life Leaders on Tour 

Fourteen Alabama residents, includ- 
ing four women, are off on an extensive 
tour of northern United States and Can- 


ada as a reward for “unusually pro- 
ductive work” in behalf of the Pro- 
tective Life of Birmingham. Niagara 


Falls, Toronto, Quebec, Montreal, Bos- 
ton, New York and Detroit are among 
the many stopovers on their itinerary. 
The trip is being made by rail and 
water. 





Pan-American Officials on Tour 


C. D. Corey, vice-president and super- 
intendent of agents of the Pan-Ameri- 
can Life, is on an extended agency trip 
which will take him to North Carolina 
and Virginia, visiting the agencies of the 
company at Shelby, N. C., in charge of 
D. R. McBrayer, and at Norfolk, Va. 
in charge of E. D. Cooper. 

Ted M. Simmons, assistant superin- 
tendent of agents of the Pan-American 
Life, has been in Birmingham visiting 
the agency there in charge of Mrs. Ora 
Caruthers Herring and Ralph W. Hicks 
During Mr. Simmons’ visit he held an 
interesting agency meeting at which 
nearly 20 were present. 





Barr in Kentucky 


J. F. Barr, vice-president and super- 
intendent of agencies of the Kansas City 
Life, is in Kentucky to appoint a suc- 
cessor to State Manager Chisholm, who 
recently resigned. 








PACIFIC COAST AND MOUNTAIN FIELD 

















CONVENTION OF CAPITOL LIFE 





Business Sessions Held at Home Office 
in Denver, with Banquet at Estes 





Park Hotel 
DENVER, Aug. 23.—A banquet in 
the Stanley hotel, Estes Park, ended 


the three-day agency convention of the 
Capitol Life of this city. The business 
sessions of the convention were held 
here, with more than 100 agents and 
general agents of the company in west- 
ern states in attendance, in the audi- 
torium of the Capitol Life building. 
After the meeting the visitors and home 
office officials motored to Estes Park. 
Following the banquet President Clar- 
ence J. Daly delivered a farewell address 
and the party returned to Denver. 
Convention prizes for agents went to 
Harold O. Wilbur, Denver, who was 
first to fill his quota, and to Glen John- 
son, Glendale, Ariz., for the largest vol- 
ume of business. On his way to Denver 





convention Mr. Johnson wrote one pol- 
icy for $100,000. 

The Clico, the agents’ organization 
of the company, elected the following 
officers: Horace S. Price, Montrose 
Colo., president; Harold O. Wilbur 
Denver, vice-president; Anna J. Harris 
Denver, secretary-treasurer. 





MUTUAL LIFE’S CONVENTION 





Frank L. Middleton of Elko, Nev. 
Honored for Outstanding Accom- 
plishment of Year 





SAN FRANCISCO, Aug. 23.—For 
the most outstanding accomplishment 
from an agency standpoint during the 
past year Frank L. Middleton of Elko. 
Nev., was presented with the W. H. 
Matson permanent trophy at the co? 
vention of the San Francisco agency 
the Mutual Life held here this week 
W. L. Hathaway, manager of the com 
pany in this territory and one of th 
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figures in life insurance, 
who is well remembered for his work 
as chairman of the world’s insurance 
congress held here in 1915, opened the 
business sessions Monday morning, 
sounding the keynote of the convention, 
which was the value of consistent 
weekly production. A wire of greet- 
ings from Vice-President George K. 
Sargeant was read. 

Assistant Manager Gordon W. Hay 
presided at the opening session and 


outstanding 





w. 


L. HATHAWAY 


John W. Hodge, agency cashier, at the 
afternoon session. Manager Hathaway 
presided at the banquet which closed 
the meeting. Fifteen company repre- 
sentatives appeared on the program at 
the business sessions, discussing various 
angles of the “app-a-week” plan. Four 
addresses by other representatives were 
made at the banquet, after which music 
and dancing were enjoyed. 





Dedicate Northern Life Tower 


Impressive ceremonies marked the lay- 
ing of the corner stone and dedication 
of the 27-story Northern Life Tower in 
Seattle. With 24 stories framed against 
the skyline officials of the company, 
headed by D. B. Morgan, president, and 


the entire home office staff made the 
occasion a half holiday. 

Prominent leaders of the city and 
other speakers eulogized President Mor- 
gan and his brother, the late T. M. 
Morgan, who founded the company in 


1906. The Northern Life has $110,000,- 
000 of insurance in force. The building 
will be completed next February. 





Insured for $400,000 


The Rocky Mountain Parks Motor 
Company of Denver, Colo., has insured 
the life of its president, Roe Emery, for 
$400,000. In case of his death the 
money is to be paid to the Denver Na- 
tional Bank and to be used to retige 
$400,000 of the motor company's pre- 
lerred stock. 





Coast Cashiers’ Changes 


T. C. Corley, cashier of the Los An- 
geles agency of the Mutual of New York 
since April 15, 1926, has resigned to 
enter the field as a personal producer. 
He has been with the company 18% 
years, entering its service at Little Rock, 
from which agency he was transferred 
to Indianapolis, thence to New Orleans, 
and finally to Los Angeles. 

Harold Morgan succeeds him. Mr. 
Morgan has been with the company 
Since 1916, when he entered the employ 
of the Salt Lake City agency as office 


LIF E 
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tion until August, 1927, when he was 
transferred to Spokane as cashier, his 
present appointment being a_ transfer 
from that position. 





West Coast Life Conference 


Northern and inter-mountain depart- 
ments of the West Coast Life, under 
supervision of the Portland office, 
showed a 35 per cent gain in business 
the first seven months of this year, it 
was disclosed at the opening of the sixth 
annual conference of the company at 
Gearhart, Ore. 

J. W. Stewart, Portland, superinten- 
dent of the Oregon, Washington, Idaho, 
Montana, Wyoming and Colorado agen- 
cies, presided. Gordon Thomson, ex- 
ecutive vice-president, and Dr. M. O. 
Austin, chief medical director, arrived 
by plane from San Francisco for the 
occasion. 





Would Revive California Company 


Application has been made to the Cali- 
fornia insurance department by William 
D. Dillbeck, president and general man- 
ager of the Bankers Life of Dallas, and 
C. J. Griffin, secretary and treasurer of 
the same company, for a certificate to 
resume business for the Mutual Indem- 
nity Accident, a health and life com- 
pany, which was some time ago taken 
over by the Peoples Mutual Life of San 
Francisco. The two companies have 
come to an understanding whereby the 
reinsurance agreement is to be rescinded 
as to certain policies of the Mutual In- 
demnity, and as soon as the certificate 
to resume business is issued it is planned 
to change the name of the company. 





Company to Broaden Field 


Plans have been announced by the 
People’s Mutual Life of San Francisco 
for the organization of a holding com- 
pany which will permit the writing of 
all forms of life insurance. Heretofore 
the company has operated as an assess- 
ment accident and health organization. 
The plans call for the company’s reor- 
ganization to a stock basis with $1,000,- 
000 capital and $500,000 surplus. It was 
formed in 1923 and since that time has 
developed a large accident and health 
business in its home state. 





Insurance Increases 
Men’s Earning Capacity 


James Lee Loomis of the Connecti- 
cut Mutual Life in speaking of the bene- 
fits of life insurance other than the 
simple benefit of protection, said that 
one of the services of life insurance is 
that it frees men from worry, which is 
a form of fear and is a retardant to ef- 
ficient mental effort, and thereby in- 
creases the earning capacity of the in- 
sured. The mind that is not hampered 
with fear of the future can give all of 
its effort to the work of today; and the 
man who can thus direct all of his 
energy into one channel can accomplish 
more in a day, a week or a year than 
can the man whose energy is diffused 
through fear. The man whose family 
is protected with life insurance holds 
himself in greater esteem, and rightly 
than does the man whose family is 
not protected. He looks at his world 
squarely, 


so, 


self as good as any other man. In 
business, industry and the professions 
he is a man who accomplishes things 


and commands respect for the 





| 





| 


| 


and justifiably considers him- | 


reason | 


that he is a man who meets responsi- | 


bilities. He proves his capacity for re- 
sponsibility by the simple fact of mak- 
ing himself responsible for the future 
welfare of his family. 





Agency Officers’ Meeting 


The joint meeting of the Life Insur- 
ance Sales Research Bureau and the 
Association of Life Agency Officers 
will be held at the Edgewater Beach 





soy: On Sept. 1, 1921, he was trans- 
ferred to the Los Angeles agency as 
assistant cashier, remaining in this posi- | 








in Chicago, starting Oct. 29 and run- 
ning to Oct. 31. 





EDITION 


PROGRESS SERIES 


A Term Policy for every need 
that a Term Policy will supply! 


The recent reduction in our Term rates has had a 
splendid reception by our Field Force. 


Five Year Term—Convertible within 4 years 


Ten Year Term—Renewable or convertible within 
8 years 


Fifteen Year Term—Convertible within 10 years 


Twenty Year Term—Convertible within 15 years 


A live company with an excellent line of policies 
and low guaranteed rates backed by a large capital 
and surplus. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 
Department 
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STATE MUTUAL LIFE 


ASSURANCE COMPANY 


OF 
WORCESTER, MASSACHUSETTS 








ANNOUNCES 


AS OF JULY 1, 1928 


A CLEAR—CONCISE 


DOUBLE INDEMNITY 
PROVISION 











INCORPORATED - 1844 


EIGHTY-FOUR YEARS OF SERVICE 














Do you make use of the medium thru which you 


can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. 


One inch, one column wide, one time, 


Five Dollars. 


175 W. Jackson Blvd., Chicago. 
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| _YOUR OWN 


| for YOUR 
POLICY - HOLDERS 
and other 
PROSPECTS 


l‘oshay Building 





method of maintaining close contact with your best list 
of prospects, your old policy holders. 
Cheaper than circular letters. 
Write for sample copy and details. 
| HEALTH EXTENSION SERVICE 


INCORPORATED 


MAGAZINE | 


We will publish a high | 
grade 24 page magazine | 
for you of unusual reader 
interest. The most effi- 
cient and economical 


Minneapolis, Minnesota 














We have openings in Ala., i Dela., D. C., Fia., 
Mi . o 


+e Agents Have 


inn., N. . C. Gaia. 


A Wider Field— 





An Increased Opportunity 


Ga., Ill, Ia., 


Kans., Md., Mich., 
Va. an yo. 





Because we have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar-. 


terly premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


























Sig a;8 
a|e Tem a\e 
INSURANCE COMPANY 
in the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under d rect contract 

“& HOME OFFICE: 105-107 Fifth Avenue,New York City ais 
s|e a|e 
—=_—__ 





A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t” 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 











ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 

ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the vari- 
ous parties who may have an interest in 
the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life underwriter. 

Also a new LOW COST 

PREFERRED RISK POLICY 
Write for Information 


PHILADELPHIA LIFE 


INSURANCE COMPANY 
111 North Broad Street 
PHILADELPHIA, PA. 














YOU MIGHT 


have sold that last Acci- 
dent and Health Prospect 
if you had read last month’s 


A & H REVIEW 
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| IN THE ACCIDENT AND HEALTH FIELD | 
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CONSTRUCTION OF TERM MADE 


Iowa Supreme Court Had Case Before 
It Involving Interpretation of the 
Phrase “Train Wreck” 


Construction of Term “Train Wreck” 
in Travel Insurance Policy.—Action at 
law to recover on an accident insurance 
policy under which plaintiff's husband 
was insured in case of death resulting 
from injuries “as the result of a train 
wreck.” The deceased was killed while 
riding inside of a passenger car of a 
train and as a result of a derrick carry- 
ing a steel bucket smashing in a por- 
tion of the side of the car and striking 


the deceased. The damaged car or the 
train were not derailed but continued 
to the end of the division where the 
car was detached. 

Held, that plaintiff could recover, for 
the words “train wreck” as used in the 


policy were within the meaning and pur- 


view of the above facts. Although the 
word “wreck” has no technical legal 
signification outside of maritime or ma- 


rine law, it must be given its ordinary 
meaning and here be understood to have 
been used to describe a risk peculiar to 


the life of a traveling man for whose 
benefit that form of insurance policy 
was presumably written. The _ policy 


contemplated a resulting injury or death 
from some external force which could 
arise from one of many causes, and the 
facts disclosed a partial destruction of 
a part of the train on which the insured 
and 


was riding as a passenger which 
resulted in his death, which facts 
constituted a train wreck within the 
purview of the policy. The court said 


it would not attempt to determine what 
percentage of a train must be destroyed 
or damaged before a train wreck ex- 
isted in a legal sense. Mochel vs. 
Iowa State Traveling Men's Association, 
Supreme Court of Iowa. 


Los Angeles Company’s Plans 
President gertram A. 
organized Sterling 


According to 
Green of the recently 


Life, Accident & Health of Los Angeles, 
the company is practically ready to ap- 
ply for license and expects to begin 
writing business by Oct. 1, confining its 
business at the start to accident and 
health, which under the state laws re- 
quires a $100,000 capital and $25,000 sur- 
plus. Most of this, it is understood, has 
already been subscribed. In order to 
write life an additional $150,000 capital 
and $50,000 surplus is required and this 
will be sought, Mr. Green states, after 
the company has begun to write acci- 
dent and health lines The plans of the 
company contemplate operating for the 
time being in California only, with the 
expectation of later entering Oregon, 
Washington, Arizona, Utah, Nevada and 


Colorado 


Deferred Payment Plan Popular 
The 
Cine 


inability Company of! 

deferred payment 
tion benefits 
State Ss. The 
Liability is 


(Guaranty L 

writing 
and death 
doing business in 28 
the Guaranty 


nnati, 
disability 
is how 


protec 


business of 


being written largely through the Inter- 
Southern Life of Louisville The com- 
pany reports that interest in deferred 
payment insurance is constantly’ in- 
creasing and recent contracts with some 
of the most important agencies in large 
cities show that the line is passing out 
of the specialists’ field into one gener- 
ally written 


Must Answer Twisting Charge 


George Ek. Stone, assistant superin- 
tendent for the Union Life of Richmond 
Va., industrial and sick benefit company, 
has been cited to appear before the state 
corporation commission Sept. 11 to an- 
swer charges of twisting policies of the 
Mutual Insurance Company of that city 
and making derogatory remarks about 
that company. Mr. Stone was formerly 
in the employ of the Mutual. Charges 
against him were lodged by J. Samuel 
Parrish, counsel for this company 





ACCIDENT CASE DECIDED 
Several Interesting Points Were Brought 
Out in Georgia Suit in Court 
of Appeals 





the case of Continental Life vs. 
Wilson, 137 S. E. 403, decided recently 
by the Georgia court of appeals, Di- 
vision 2, and reported in the Legal Bul 
letin of the American Life Convention, 
insured was riding on a leg cart, which 
struck a stump in the road, throwing 
him out and dislodging a log, which fell 
upon him. The policy insured against 
injuries sustained by the “wrecking or 
disablement of any horse drawn 
vehicle in which insured is riding or 
driving, or by being accidentally thrown 
from within such . vehicle.” Policy 
also provided that suit should not be 
hrought within 60 days after proof of 
loss. Proof of loss was made on Dec. 
7, 1925 and suit was filed Jan. 12, 1926. 
The petition did not allege failure of 
company to pay loss within 60 days 
after demand, but claimed right to re- 
cover attorney's fees and penalty pro 
vided for in Sec. 2549, Civil Code 1910. 

Held: (1) Policy insuring against 
injuries sustained by being accidentall) 
thrown from within “such vehicle,” in- 
cludes any horse drawn vehicle, without 
reference to its being a vehicle which 
has been wrecked or disabled. (2) Pol- 
icy covering injuries by being acci 
dentally thrown from automobile or 
vehicle covers accidents which might 
reasonably be expected to happen and 
covers injuries resulting in death of in 
sured caused by being accidentally 
thrown from a log cart striking a stump 
in the road and dislodging a log which 
fell on insured. (3) Where insured is 
“on” a log cart, he is “within” the 
vehicle in the sense of the terms of the 
policy, reasonably construed. (4) Allega- 
tion of demand and failure to pay loss 
within 60 days is not sufficient to re- 
cover attorney's fees and penalty under 
Civil Code 1910, Sec. 2549, where only 
36 days elapsed between time proof of 
loss was made and date suit was filed 


In 


(6) Where company denies liability 
and refuses to pay loss, it waives right 
to rely on provision in policy that suit 
thereon shall not be instituted prior to 
60 days after proof of loss has been 
made, and hence suit, though not ap- 
pearing to be filed after 60 days after 
filing of proof of loss, was not prema- 
turely brought. Judgment for benef 
ciary affirmed, except as to attorneys 
fees and penalty, which portion of the 
judgment is reversed. 





F. D. Meacham Golf Winner 


F. D. Meacham of the Hooper-Holmes 
Bureau was low net and low gross wil 
ner in the golf contest conducted kis 
Thursday by the Accident & Health 
Managers’ Club of Chicago Howeve! 
since but one prize could be given 
any one player, the low net prize wa 
awarded to E. C. Budlong, vice-preside! 
of the Federal Life and vice-presiden' 
of the club. Another Hooper-Holmes 
man, Mr King won the low hogte 
award 


Entitled to Transact Business 


SALEM, ORE., Aug. 22.—The Mutu 
Renefit Health & Accident of Omal 
is entitled to transact business in th 


according to a de 
by Judge McMahon of 
Circuit Court. Clare L¢ 
refused to gra 


) 
the 


state of Oregon, 
handed down 
Marion County 


insurance commissioner, 





the company a license, whereupon 
company filed suit against the comm?! 
sioner. The decree allows either part’ 
to take the case to the Supreme Cour 

Appointed General Agent 

SPOKANE, WASH., Aug. 22—The Was): 
ington general agency for the accident an 
| health department of the Great North 
Life of Chicago has been taken ! 


jern 
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Deatherage & Ohme agency. The agency 
has been established since 1923 and has 
150 representatives in Washington and 
Idaho. 





Companies Cover Air Accidents 


Among the companies which will cover 
aviation accidents occurring while riding 
as a passenger in a plane operating be- 
tween regular airports and operated by 
an incorporated carrier, upon a regular 
passenger route are the following: Aetna 
Life, American Casualty, Connecticut Gen- 
eral Life, Continental Casualty, Eagle 
Indemnity, Employers Liability, Fidelity 
& Casualty, General Accident, Hartford 
Accident & Indemnity, Indemnity of 
North America, London Guarantee & Ac- 
cident, Maryland Casualty, Missouri State 
Life, New York Indemnity, Pacific Mu- 
tual Life, Preferred Accident, Royal In- 
demnity, Sentinel Life, Southern Surety, 


Standard Accident, Travelers, Union In- ; 


demnity, United States Fidelity & Guar- 
anty. The Metropolitan Life, in its ac- 
cident policy, covers any fare-paying 
passenger 

It is not Known that any company is- 
sues an accident policy to a person riding 
as a private pilot. 


New Kentucky Company 
The Atlas Life & Accident is being 
organized by H » Parrett, Ww. L.. 
Mitchell, J. R. McKenzie and J. H. Vickett 
it Campbelisville, Ky. The 
will have $100,000 capital and $60,000 of 
stock has been sold 


Big New York Delegation 


Over 40 have already signed up in 
New York City as delegates to the an- 
nual convention of the National Associa- 
tion of Life Underwriters, including 
many of the outstanding life underwrit- 


company | 





LIFE 


| ers of the country. A special train will 
| be chartered over the Pennsylvania and 
| these men will arrive in time for the first 
| session Sept. 12. 


TWO SISTERS OFFICIALS 
OF ILLINOIS LIFE CLUB 





rTULSA, OKLA. Aug 23.— Two 
lulsa business women who are sisters 
have won national honors in the life 
insurance field. Company officials did 
not know they were however, 
as both are married and bear different 
names. 

They are Mrs. 


sisters, 


Mary W. Lowe and 
Mrs. Clara W. Harwood, daughters of 
J. C. Whiteside, former city 
sioner of finance. Mrs. Lowe won the 
rst vice-presidency of the $100,000 
Club of the Illinois Life. his is the 





cominiis 


second time the first vice-presidency 
has been won by a woman Mrs. Har- 
wood won the third vice-presidency 
She had been with the company only 
eight months, but outdistanced agents 
working the full twelve 

This is the first time in the history 


of the company that two vice-presiden- 
| cies have been won by women, the first 
time that two have gone to one city, 
and the first time that sisters have ever 
been on the honor roll 





Sun Life Staff Outing 


\ staff outing of the Sun Life of 
Canada was held last weck 
| T. B. Macaulay and Mrs. Macaulay en- 
tertaining the members at their country 
place at Hudson Heights. he visit was 


] 
made by s vecial t ain 
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plan started in America then and there. 


_ Priority in its field is not the Company's 
distinction. 
still prevail 


has an outstanding record. 


Those who contemplate life insurance soliciting as a career are invited to apply to 


| The Mutual Life Insurance Co. 
| of New York 


| DAVID F. HOUSTON 
President 


| 34 NASSAU STREET 


Years of Life Insur- 
ance Ideals and Service e | 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 


THE MUTUAL LIFE began with high ideals of business conduct, which 
It aims at quality and to be highly honorable in all its dealings. 
In its relations with policyholders and their representatives THE MUTUAL LIFE 


2nd Vice-President and Manager of Agencies 


claim to greatness—age in itself is no great 


GEORGE K. SARGENT 
NEW YORK, N. Y. 


INSURANCE 


kK DITION 














Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. 
the Wars, Panics and Epidemics 


Through 


of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organised 1845 

















GLOBE MUTUAL LIFE 
INSURANCE CO. 


431 S. Dearborn Street Chicago, Illinois 


INCORPORATED BY THE STATE OF ILLINOIS 1895 


T. F. Barry, Founder 
CLAIMS PAID “ON SIGHT’”’ 


POSE BARRY DIETZ, 
President 


WM. J. ALEXANDER, 
Secretary 














UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Contract. 
y Income for rejected risks. 
The best and most liberal sub-standard facilities. 
Children’s — for Educational purposes from Age 1 day to 10 years. 
Total and Permanent Disability Clauses. 
Seite Indemnity clauses, paying double the face of policy im case of accidental 
ea 


PY eene 


These and many other new and unique features make 
“The Columbia” attractive to men. ® 


Address; S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 





















































I you read but one-fourth 





of each issue of ““The 








National Underwriter’’ you 








would be getting your mon- 
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ey’s worth with a vengeance. 
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Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


for 


Sixteen Million Three Hundred and 
Fifteen Thousand Dollars 


on the lives of Chicagoans during the first eight 
months of this year. 


Why? 


Because: 
We offer the best of service— 
The most liberal underwriting— 
(Only 3 


Liberal substandard ratings— 


‘. declined business to date ) 


Low premium rates— 
Big dividends— 


Practically no lapses— 


Half of the field man’s success depends 
upon his management. 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 


of success. 


We shall be glad to have you call or 
communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 









































Equitable Life of New York Will Write 
Up to $20,000—Also Liberalize 
Disability Clause 





Extension of its non-medical 
was authorized last week by the Equit- 


able Life of New York, the board of 
directors approving the action. In the 
future, the amount of new insurance 


which may be offered without medical 
examination for those examined within 
the past year, will be $20,000. Also, the 


new limit for $10,000 issued without 
medical examination, is two years in- 
stead of one; that for $5,000 is five 


years instead of two; and that for $2,500 
is 10 years instead of five. 

The company also announces that it 
has liberalized its disability clause and 
modified the rates for this clause. Where 
disability has been total and continued 
for three months, it will be regarded as 
permanent from the date of completion 


of one month. Also, in the case of en- 
dowment policies, payments will be 
made throughout the total and perma- 


nent disability and not cease upon pay- 
ment of the endowment total. Rates 
for the disability clause are as follows 
per $1,000: 





0 Pay 20 Yr 
\ne Life End. 
15 2.83 $1.31 x 
2a 2.93 1.47 : 
25 2.98 1.69 5 
a0 3.05 2.02 3. 

5 3.12 2.50 4.06 
i” 3.23 3.36 4.52 
15 3.88 4.03 5.12 
5a 4.76 4.91 5.80 
DS 6.08 6.19 5.92 
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a New Policies, Premium Rates, Dividends, ve eames Values, and all Changes in 
Policy Literature, Rate Books, etc. ting the “Unique Manual- 
Digest”’ and ‘Little Gem,”’ Published Aamaliy 3 in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 
Pd — 
-<—e—— m- EXTEND NON-MEDICAL LIMIT | ENTERS NON-MEDICAL FIELD 


Announcements Made to Agents of 
Lamar Life on Caribbean Cruise 
During the Week 





Announcement of the acceptance of 
non-medical business in the future was 
made by the Lamar Life to the agents 
aboard the steamship Atenas on the an- 
nual cruise which this year was to the 
Caribbean sea. The agents were in- 
structed on non-medical business and 
were given special blanks. 

The age limit is from 15 to 45 years 
and the non-medical can not exceed $2,- 
500 o% any one person. Acceptance of 
women risks is limited to widows and 
unmarried women who are earning their 
own living. Agents cannot write their 
own relatives. 

Discussion of the subject was led by 
Dr. J. O. Segura, medical director, after 
announcement was made by C. W. 
Welty, vice-president and general man- 
ager of the new departure. 

Writing of non-medical will begin 
when the agents return to their homes 
from the Caribbean cruise. 


Equitable Life of New York 

The Equitable Life of New York an- 
nounces that dividends for policyholders 
left on deposit with the company now 
exceed $10,000,000. A policyholder is 
guaranteed interest at the rate of 3 per- 
cent, but on the basis of the Equitable’s 
present excess interest scale, the yield 
is 4.75 percent. This amount of cours: 
does not include the policy proceeds left 
with the company. 
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COMPANY HONORS REINHARD 


Chicago 20-Year Veteran Superintend- 
ent of Western & Southern Feted 
by Company Officials 





J. N. Reinhard, Chicago resident su- 
perintendent of agencies of Division E, 
comprising Chicago and adjacent terri- 
tory of the Western & Southern Life, 


was tendered a banquet last Thursday 
evening in honor of his 20th anniversary 
in the service. Mr. Reinhard began his 


career for the Western & Southern in 
Toledo. When the company decided to 
operate in Chicago he was selected as 
district superintendent and later on su- 
perintendent of agencies of the entire 
division. The toastmaster was Arthur 
Miroff, superintendent of the Douglass 
Park district, who won this. signal 
honor by having his district leading in 
a production contest on an “average per 
man” basis. The chief speaker of the 
occasion was President W. J. Williams. 
The other speakers were A. I. Vorys of 
Columbus, O., a director of the com- 
pany and former Ohio superintendent of 
insurance; Wm. H. Lueders of Cincinnati, 
judge of the probate court, Hamilton 
county, O., and a director, and George R. 
Boyee, vice-president of the A. M. Castle 
Steel Company. The home office was 
represented by H. Thomas Head, director 
of agencies; Charles M. Biscay, manager 
ordinary department; J. J. Doyle, editor 


and publicity manager, and E. E. Rey- 
nolds, supervisor. The out of town 
superintendents were J. L. Morgan of 


Troxel of Portsmouth, 
©. The testimonial presentation to Mr. 
Reinhard was made by Ed Shoemaker, 
superintendent of Peoria. Over 100 lead- 
ing field representatives of Division E 
were in attendance. 


and A. D. 


Toledo, 


Picnics Were Held 
The five St. Louis districts of 
Western & Southern Life, together 


the 
with 





| moted to be an 


East St. Louis and Granite City, held 
their second annual policyholders’ picnic 
at the New Forest Park Highlands. The 


estimated attendance was given as 
20,000, the largest the park has had this 
year. 

The Western & Southern Life’s Akron, 
O., and Barberton, O., staffs held a com- 
bined districts’ picnic on Saturday, July 
28th, at Springfield Lake Park, Ohio. 

The Erie, Pa., district held its annua! 
district outing at the Water Works 
Park. The home office was represented 
by Lewis Stentz, superintendent of 
agencies. 


Gregor Goes to Cicero 


formerly assistant su- 
perintendent of the Western & Southern 
at Oak Park, Ill, has been appointed 
superintendent at Cicero, Chicago. 


Karl Gregor, 


News of the Prudential 


superintendent has 
Prudential at the 
office 
served 
than a 
was 


A new assistant 
been installed by the 
Pittsburgh No. 3-Homestead, Pa., 
in Abraham I. Glasser, who has 
the company as an agent less 
year, but whose rapid development 
justly recognized when the vacancy oc- 
curred. 

The 
assistant 
is also made, the 
necessitating the 


appointment of Louis H. David as 
superintendent at Johnstown 
growth of the business 
creation of an addi- 
tional assistancy staff. Mr. David had 
been a successful agent since his as- 
signment less than two years ago 

Edson N. Severn, who entered the serv- 
ice of the company on March 15, 1926, #5 
an agent at Olean, N. Y., has been pre- 
assistant superintendent 
in the same district. 

Andrew A. Turk, who 
service of the company on 
1923, as an agent in the Waverly assist- 
ancy, detached from the Ithaca, N. Y. 
district, has been promoted to be an 4&s- 
sistant superintendent to operate 
Ithaca proper. 


entered the 
October 5, 








zal 


Gane Gee Ge Oe 


128 

















2, 


August 24, 











Se 


LIFE INSURANCE EDITION 

































































27 





























Agent Who Schools Himself to Follow 
System That Involves Consistent_and 


Continuous Hard Work Will Succeed 


Hugh S. Bell, Seattle agency man- 
ager of the Equitable Life of lowa, in 
his address before the 
Club” convention of his company, told 
his audience the production value of 
consistent and continuous work. Mr. 
Bell is himself an able producer who 
has no “trick” methods of obtaining 
business, an so of course does not teach 
his agents “trick” methods. His creed 
is intelligent hard work, and this he 
teaches others. In part Mr. Bell said 
in his convention address: 

During the past year in Seattle, we 
have had 15 or 20 of the leading pro- 
ducers of the city attend our agency 
meetings and speak to our men. With 
practically no exception these men, who 


“Production | 


are of the recognized leaders of the | 
insurance world in Seattle, have em- 
phasized the need for consistent and 


continuous work. We have a $1,000,000 
producer in our own company now. I 


asked him the secret of his success. 
He modestly attributed it to his or- 
ganization, cooperation of his clients, 








etc., but I asked his wife how she 
analyzed his success. She said it is 
nothing but real hard work, together 


with ability, of course. 

Ll recently saw a survey made by the 
Life Insurance Sales Research Bureau, 
analyzing why men fail in our business. 
Che results are: 

Of 100 failures in 


liie insurance, 37 


| study, 
health, but it is apparent that most of | 


fail through lack of industry; 37 through | 


discouragement; 12 to follow instruc- 
tions; 8 through lack of knowledge; 
4 through dishonesty; 
health. 


Which is your vulnerable spot? Ev- 
ery insurance man is like Achilles. He 
has a particularly vulnerable spot—a 


place he must protect. ; 
You will notice that 37 men out of 
100 who fail, do so through failure to 


work. Thirty-seven fail through dis- 
couragement. In other words, 74 out 
of 100 fail on account of these two 


great enemies. The other 26 men out 
of the 100 who fail, fail because they 
fail to follow instructions, will not 


The Reason 


will interest youif....... 


es | 


If you are interested in selling life 


insurance you will be interested in the 


in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 





TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 


key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 
group 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


insurance and accident and 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


L A. MORRISSETT, 
Vice President 


2 through poor | 





| 
| 





are dishonest, or have poor 


us must guard against the two great | 
enemies of the insurance man, which | 
are loafing and the “blues.” Each mag- | 
nifies the other, each causes the other, 
and each may be a result of the other. | 

It is my conviction that 74 men out 
of 100 fail through lack of industry, as 
discouragement is a direct result of 
loafing. The busy man not get 
discouraged. 

I contemplated the insurance business 
tor several years before | finally 
it for my work. Many general agents 
and managers | talked with among my 
friends and acquaintances told me they 
thought I should enter the business. 
Each one emphasized that I would have 
to make myself work. This always 
rather puzzled me because I had al- 
ways been in positions of various sorts 
where I had to work whether I wanted 
to or not or else lose my job, so it 
seemed to me to be a matter of course 
that a person would work. When I en- 
tered the business, however, I was as- 
tounded to find so much loafing. More 
than that, it was not many days before 
I found it was a fight to keep from 
loafing myself, good as my intentions 
were. In a meeting of this sort it is 
self-evident that every fellow here has | 
succeeded at least partially, in beating | 


does 


chose 





down the inclination to loaf. Other- 
wise, you would not be here. How- 
ever, | think that if we are honest with 
ourselves each of us can see a possi- 
bility for doing more and better work 
than we have been doing. A man who 
sells $200,000 may be a rank failure, 
considering his real possibilities. 

Many fellows who just barely made 
the “Ten-A-Month Club” might just as 
well have made the “Twenty-A-Month 
Club,” and many of those who made 
the “Twenty-A-Month Club” probably 
could have made the $500,000 
with a more systematic plan. 

As I see it, there are three general 
types of insurance loafers: 

A. The plain, ordinary lazy loafer. 
This bird sits around on his roost, looks 
as wise as possible, and wonders why 
other fellows are making money and he 
isn’t. He can always be found in the 
office at odd times during the day, in 
spects the excavations for all the new 
buildings that are being put up, dis 
cusses politics, and invents all sorts of 
schemes to keep from interviewing pros- 
pects. This class includes the 
heads and the fellows who jealously be- 
grudge the worker his success and 
who criticize everything the company 
and everyone in the agency does 

B. Technicians. This class of loafer 
uses up a little more energy than the 


class, 


sore 





— ; Saseaeaeeneeeee 


The rapid commercial 


WINSTON-SALEM 
MOBILE 


THE SOUTH | 


trial progress of the South are opening the doors of 
opportunity to the progressive underwriter. 


ATLANTIC LIFE 


one of the 89 old-line companies rated by A. M. 
Best Company as “Excellent” has good general 
| agency openings in the South at 


MONTGOMERY 

JACKSONVILLE 
HAGERSTOWN 

Also at Detroit, Mich. 


| Write to-day to 
Agency Department 


ATLANTIC LIFE 


INSURANCE COMPANY 
Richmond, Virginia | 


development and indus- 
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C OATES & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 
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Barrett N. Coates - 
Carl E. Herfurth 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
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HAIGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 


















ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
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L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 
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OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 
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COUNSELOR AT LAW 
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and all Life Insurance Forms Pre- 
ared. The Law of Insurance 
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first but doesn’t get any farther. He 
acts profoundly wise, can tell you off- 
hand all about the net cost of every 
company in town, sits in the office dur- 
ing soliciting hours, “working up cases” 
and winds up at the end of the month 
without any business and wonders why 
Bill, who has his condescending pity 
for his lack of technical knowledge, is 
so foolish as to call on 60 people a 
week, even though he does write $300,- 
000 or $400,000 a year. 

C. Competition hounds. These boys 
are always in competition. They kill 
their time and ruin prospects for other 
hard-working agents, by circulating 
until they find a fellow who has just 
bought insurance or is just about to 
buy insurance with some other company. 
They do no constructive work, are wor- 
ried to death about rival companies, and 
they too don’t get much farther than the 
first class, which is just frankly lazy. 


Worker Will Discover 
Whether He “Belongs” 


It is my theory that if a man will 

really work in this business, he will 
shortly discover whether he is an in- 
surance man or not. 
_ I think there are many men in the 
insurance business who would be bet- 
ter working as engineers, who might be 
great successes in many other walks of 
life, but who are absolutely unfitted for 
our business. However, if a man does 
not really work, he will never know 
whether he is cut out for the insurance 
business or not. He might be a sec- 
ond Rosen and not know it and finally 
drift out of the business after having 
spent several years loafing. ; 

All this may sound rather pessimistic. 
It would be, except that I believe that 
for the average man there is a very defi- 
nite system which may be followed so 
that he will soon learn whether he 
should continue in the insurance busi- 
ness or should leave it for something 
else. It might be called “an insurance 
man’s yardstick.” It might vary with 
various individuals, but I submit. this 
plan for your consideration. I know 
that it works in most cases, because I 
have seen it work with others and I 
have found it a great source of satis- 
faction to me personally. 


How Yardstick 
Is Applied 


Prepare a large, definite list of pros- 
pects. Select 20 names each night for 
the next day. Actually see at least 60 
people a week. No calls count without 
seeing the prospect face to face. See 
at least 10 new people every week. Read 
insurance books and magazines at least 
20 minutes a day. 

Join the “One-A-Week Club” and 
stay in it. 

Keep a daily check, a weekly report 
card and a monthly summary. 

Item No. 1 needs no explanation. 
Every man here recognizes the neces- 
sity for it. No. 2 will insure a good, 
healthy week’s work, while No. 3 keeps 
a man’s mind fresh and keeps up his 
enthusiasm and inspiration. I don’t 
think we can overestimate the value of 
the “One-A-Week Club.” No doubt 
the majority of the best men in our 
company, who are here today, are mem- 
bers of this club. No. 5 is valuable be- 
cause it shows a man exactly what his 
time is worth. I remember the satis- 
faction that it gave me after I had been 
in the business six months, when I 
finally realized that every contact I 
made was worth $1 and how good it 
made me feel when I could go home 
in the evening and tell my wife that I 
knew positively that I had made $15 
that day because I had seen 15 men. 


Analyzes Ability 
of Four Salesmen 


No system is infallible but I wish to 
submit the following definite proof that 
this is a system which helps men suc- 
ceed. I will classify men in four 
groups. 

1. A new man in the country. 

2. A new man in the city. 











An experienced man in the coun- 
try. 
An experienced man in the city. 

For my first example I wish to take 
the case of Agent I. This young fel- 
low, about 30 years old, with no sales 
experience, always having worked in the 
lumber mills, started work November, 
1926. He closed his first year in the 
business with approximately $140,000. 
Considering his background, his train- 
ing, and his opportunity, this was a tre- 
mendous success. He has never failed 
in the “One-A-Week Club” and is at 
present in his 86th consecutive week 
and this year expects to pay for $200,- 
000. I am positive that without a defi- 
nite plan of work he would have been 
out of the business at the end of the 
second month. As it is, he is happy, 
is gaining each month, and is really a 
far greater success than many men who 
sell much more insurance than this. 

As an example of the new agent in 
the city, I wish to cite the case of Agent 
Il. He started this year the first of 
March. He has written over $100,000, 
has paid approximately $75,000. He 
joined the “One-A-Week Club” imme- 
diately and is now in his 22d consecutive 
week. 

This man, age 38, has been in the 
insurance business 5 years. He always 
calls on approximately 60 people a week 
and can always be counted upon to set 
the pace for men in his district. 

The experienced man in the city— 
Agent 1V. This particular man is now 
in his 10th year in the business. For 
his first 9 years, his average produc- 
tion was $109,000. Last year, using this 
“yardstick” to measure his work, his 
paid-for business was more than twice 
this much and this year he expects to 
pay for $300,000. I consider his case 
the most remarkable of all in the list, 
as he had all the old habits, all the old 
prejudices, and all the old notions to 
overcome. I consider that it was much 
easier for me, starting in the business, 
to follow a set of rules than it is for 
an experienced man to change his sys- 
tem of work, and I am sire you all 
agree. 


Places High Value 
on System of Working 


I wish to emphasize the value of a 
definite, systematic plan of work. It is 
an old subject, but I do not think it is 
possible to over-emphasize it. In this 
system, a man knows definitely if he 
is doing a full day’s work or not. 
Through his reports it is soon evident 
to his manager, and since his manager 
is vitally interested, this is a very 
healthy feeling for a man to have. A 
man can prove in short order whether 
he should stay in the business or not 
because he will know if he is doing his 
part and working hard that the results 
should be satistactory or that some 
change should be made. Under this 
system a man knows definitely what his 
time is worth, what each call is worth, 
and so it gives him a feeling of security 
and stability that he cannot have in 
any other way. Finally, it is the only 
business-like way in which we can do 
our work. It has been said that the 
hardest job the underwriter has is to 
do an honest day’s work, and I am sure 
you will all agree with this. It is my 
sincere belief that the system above or 
one similar to it is just as essential in 
our business as definite working plans 
are in every other branch of modern 
business. 


Atlantic Life Convention 


So far 111 agents of the Atlantic Life 
have qualified for the ninth annual Aces 
convention of the company to be held 
at Chateau Frontenac, Quebec, Sept 3-6. 
Twenty-six of that number qualified 
twice, thus winning the privilege of tak- 
ing their wives with them free of charge. 
The aces will assemble in Washington, 
D. C., leaving that city in special train 
for Quebec Sept. 2. 





_ August 24, 1928 





LIFE ‘AGENCY OF FICERS 
WILL MEET IN CHICAGO 


OCT. 29-31 IS THE DATE FIXED 





Securing and Training General Agents 
and Managers Is Topic Scheduled 
for Two Days of Session 





The Association of Life Agency Offi- 
cers and the Life Insurance Sales Re- 
search Bureau will hold their joint meet- 
ing at the Edgewater Beach hotel, Chi- 
cago, Oct. 29-31. 

On Oct. 29 the executive committees 
of the two organizations will hold their 
annual meetings. On the afternoon of 
that day an innovation will be held in 
the shape of a session primarily for edu- 
cational directors. So many companies 
have now established training depart- 
ments that there is very wide interest 
in the part which these departments 
should take in agency affairs. This ses- 
sion will be in charge of H. G. Kenagy 
of the bureau. 


Important Subject Scheduled 


The topic for discussion on Tuesday 
and Wednesday is the securing and 
training of managers and general agents 
—a matter on which the bureau is now 
collecting information from _ various 
home offices. 

The commitee appointed to study the 
question of national cooperative adver- 
tising will submit its report at this time, 
and wide interest is already being mani- 
fested in the conclusions reached. 

Members Number 1S7 

The Association of Life Agency Offi- 
cers has a membership of: 187 com- 
panies in the United States and Canada, 
and the bureau’s rolls show 122 com- 
panies, so that the annual meetings of 
those two organizations bring together 
each year virtually all of the home office 
agency executives on the continent. 

The chairman of the association is 
is James A. McVoy, president of the 
Central States Life, and of the bureau 
James A. Fulton, vice-president of the 
Home Life of New York. 





POSITION WANTED 
By young man with 15 years’ experience in 
life insurance home office. Especially quali- 
fied in accounting, reinsurance and con- 
servation activities. Address G-44, care 
The National Underwriter. 








A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio. 
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